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NCE again 
wearegladto 
extend  sin- 
cere wishes 
for a Merry 
Christmas 
and a Happy, Prosperous 
New Year to our readers 
and advertisers. The 
various units which com- 
prise the feed industry 
have been welded to- 
gether more firmly than 
ever before and, standing 
together, we face the ; 
New Year with courage i 
that we will measure up 
to its opportunities and 
confidence that it will 
bring us all many good 


things. 
D.K.S. 
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MONEY-MAKING 
REPEAT 


The “home-mixer” is your best prospect for EGG MAKER MASH. The longer he has 
been experimenting with haphazard, home-made rations the more marked will be his 
need for... and appreciation of . . . this great egg-producing mash. 


This snapshot of seven months old pullets is a fine example of the size and development 
necessary for heavy winter production. 


They were raised on WISCONSIN CHICK STARTER and GROWING MASHES. 
They have been on full production for several weeks . . . with EGG MAKER MASH 


as their ration. Good pullets and a good mash make a winning combination. 


One customer in a district starts others coming to you. Poultrymen invariably spread 
the good news to neighbors and friends that there’s only one mash as good as EGG 
MAKER— ANOTHER bag of EGG MAKER! 


This means repeat sales and healthy profits. 


NORTHERN MILLING COMPANY 


Quality Always Wins WAUSAU P WISCONSIN Since 1883 


Made by the Millers of 
the WISCONSIN LINE 
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HEN you are in a hurry to get cer- 
tain supplies, parts, bolting cloth 
or anything else you use, Strong- 

Scott is ready to give them to you. 


Rows of shelves, bins and racks in our large 
storerooms contain every item, large or small, 
that you use. A corps of experienced work- 
ers stands ready to execute your orders. The 
result is prompt, efficient service. Buy where 
you get quick action! 


W. C. Stephan, Rep., Box 85, Eau Claire, Wis. 


Everything Jor Every Mill and Elevator 
“She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd. Winnipeg 


SUPERIOR D. P. CUPS INCREASE 
ELEVATOR CAPACITY 


Without changing anything but the cups you 
can increase your elevator capacity 20 per 
cent. Superior D. P. Cups can be placed 
closer on the belt. They discharge perfectly. 
Use these better cups. We carry complete 
stocks. 
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Buy where you éet 
Quick Action 
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Firms that spend money to build good will 
are less likely to do anything that might nullify the 
effect of their advertising than firms making no such 
investment. It will pay readers to trade with 
The Feed Bag advertisers for advertisements in this 
publication are accepted only from firms of known 
fi ial ibility and established business in- 
tegrity. When grain, allied products 
and machinery—don't forget to boost The Feed Bag. 


Brooke Milling Co........................ 36 
22 Burton Feed & Mixer Co................. 42 


the Miracle Man 
Your Community 


@ You can make more money than you ever dreamed of doing with feeds, and 
at the same time you can save your farmers $15,000 to $25,000 every year. 


e You can do this by making and selling all of the sweet feeds that are used 
in your community. : 


e@ You can make these 

fresh sweet feeds on the 
new and only MIRACLE 
SWEET FEED SYS- 
TEM. You do not have 
to know anything of mill- 
ing to operate this won- 
derful system and make 
the best of feeds. It is 
so simple that a boy can 
operate it. 


e Here is the biggest 

chance you ever had 
to make money and 
at the same time estab- 
lish yourself in a life time 
business. Take it before 
some one else in your 
community snatches it 
up. 


e@ The recent 40% reduction in the price of molasses makes molasses far 
away the cheapest feed that you can sell. 


e We furnish you with genuine VITAMIZED MOLASSES and your feeds 
will be better than any other feeds not so treated. 


e@ Our terms are so easy that you will have no trouble in paying for the 
plant out of profits. 


e Write us at once and get started in this marvelous money making 
business. 


Ask for our books on the Miraele Sweet 
e eo Feed System. 


The Anglo American Mill Company 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 


THE FEED BAG—DECEMBER, 1920 Page Five 


> 
| 
: 
2 


definite upward trend in Grain, 
Feed and Stock market values 
is here. Back of it is a better 
demand for all feeds with the 
colder weather—it was sure to 
come—and it’s here now to 
make December end 1930 ina 
big way— 


But ... Back of it all is a 


return of personal and corporate 
optimism in general business. 
We hope it will make December 


25, 1930, a Merry Xmas for 
you after all. 


ARCADY FARMS 


CHICAGO, ILLINOIS KANSAS CITY, MISSOURI 
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MILWAUKEE, WISCONSIN 
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Santa Claus Doesn’t Fill Order Book 
Hard Workers Get Business 


Here’s Group of Sales Ideas You Can Adopt for New Year 
Plan Definite Selling Program Now and Follow It Through 


OULDN’T it be a great old 

world if we could hang our 

order book by the fireplace on 
_Christmas eve and have it filled from 
cover to cover? But there is no Santa 
Claus in modern business. 

Successful dealers must work to build 
sales, and particularly in times of eco- 
nomic depression it is necessary to 
double their efforts. As the old year 
recedes and the new _ twelvemonth 
rounds the corner, the interval may be 
profitably spent by adopting new ideas 
and planning a forceful selling cam- 
paign. 

The Feed Bag staff, in its travels and 
contacts with dealers during the past 
year, has accumulated many effective 
merchandising plans which have built 
business for those who tried them and 
which will do likewise for others if 
properly applied. 

Hold Corn Contest 

Two partners who operate a_ feed 
business in Carrolton, IIl., conduct an 
annual corn contest which attracts hun- 
dreds of farmers and creates advertis- 
ing for the firm throughout the com- 
munity. The growers enter their best 
ears and judges select the winners who 
are rewarded with a handsome prize. 
The .two partners also purchase much 
of the corn grown in the community 
and grind it in their own mill. The 
corn contest is one of the merchandis- 
ing ideas which has enabled them to 
thrive in competition with a farmers’ 
cooperative. 

Two brothers who have achieved 
outstanding success in selling poultry 
feed have a system of reminding their 
baby chick customers of the time their 
flock attains the age of five weeks. The 
farmers are advised that this is the 
proper time to feed growing mash. 
Orders are the result. By giving spe- 
cial attention to the needs of their pa- 
trons, these two brothers have built an 
enviable volume in mash sales. 

Lunches With Farmers 

A dealer down in Kentucky sends a 
special invitation to 1,260 feeders to 
have lunch with him at his warehouse 


once a year. He always has a large 
crowd of guests. A feeding expert 
gives a talk and discusses the farmers’ 
problems with them. Entertainment 
and an abundance of good things to 
eat are provided. The dealer takes ad- 
vantage of the opportunity to present 
his products to the gathering. He ob- 
tains records made by several of his 
leading feeders and posts them with 
photographs in a conspicuous position 
in the warehouse. Neat, attractive 
sacks containing his products surround 
the display. Is he paid for his trouble 
with additional orders? You guess. 

One progressive Wisconsin dealer 
who operates a chain of four feed stores, 
awards a pure bred calf to the cham- 
pion 4-H club boy and an electric or 
gas range to the outstanding girl. He 
ebtains valuable publicity and develops 
much good will in the communities sur- 
rounding his places of business. He is 
building for future trade by acknowl- 
edging the work of boys and girls and 
is convinced that he is more than well 
repaid for his efforts. 

Boosts Flour Sales 

When a New York dealer delivered 
feed to a farm he also took a sack of 
flour along, and called the attention of 
the housewife to it. He made a sale 
on almost every occasion. This idea 
greatly boosted his flour volume and 
resulted in much repeat business. 

Another Wisconsin dealer purchases 
a large number of tulip bulbs each year. 
He advertises that he will give them 
away free to persons calling at the 
store. Housewives respond in large 
numbers. When they receive the tulip 
bulbs at the store they are attracted 
by the displays of feed. Much new 
business results. When the tulip bulbs 
burst into bloom in the homes they 
are really an advertisement reminding 
the household of the dealer who gave 
them. 

Down in Missouri a feed man has 
adopted the slogan that “if a sale is 
made right it will create other sales.” 
In accordance with this policy he en- 
courages his customers to keep records 
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of their egg and milk production and 
he endeavors in every way possible to 
help the feeder get results. Figures 
from outstanding records are printed 
and distributed among prospective cus- 
tomers. The dealer makes every ef- 
fort to keep his patrons satisfied and 
it pays. 
Holds Sales Meetings 

Here’s a tip from an eastern dealer 
on helping to increase sales within the 
store. 

“Training your clerks to handle cus- 
tomers better and to know more about 
their business is the surest, quickest 
way of increasing sales,” he says. 
“Twice a week I take my three sales 
people to the local hotel for dinner and 
talk over sales problems and usually I 
try to pick out one item we are hand- 
ling, giving them thorough instructions 
about it and telling them how I believe 
it can be sold most effectively. These 
little talks are well worthwhile, create 
a better understanding among the em- 
ployees, and help to boost our trade.” 

Another easiern dealer adopts the 
policy of giving a customer who brings 
a new patron into the store a discount 
on his feed purchase. This offer induces 
farmers to tell their neighbors about 
the dealer’s feed. And this is effective 
advertising. 

Each of these merchandising ideas is 
a sales getter. Don’t wait for a Santa 
Claus to bring business to you. Mixa 
goodly portion of successful sales ideas 
and hard work together during the 
coming year and apply them and when 
next Christmas rolls around your stock- 
ing will be well filled. 


BADGER MILLS, Rockford, IIl., re- 
cently purchased a building at Byron, 
Wis., which it has remodeled into a 
feed mill. The firm will also retail 
feeds. 


DORN & FLOOD, Fond du Lac, 
Wis., wholesale flour and feed dealers, 
have entered the retail feed business, 
and have opened a store to supply their 
trade. 
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Eight Burlington District Dealers 
Agree to Go on Cash Basis 


Cooperative Movement Launched at Meeting Held November 25 
Will Abolish Credit, With Few Exceptions, After January 1 


ATHERED around a stove in 

the true spirit of camraderie at 

a meeting held in the offices of 
the Burlington Feed Co., Burlington, 
Wis., November 25, eight dealers, rep- 
resenting a territory covering portions 
of Racine, Kenosha and Walworth 
counties, agreed to place their feed bus- 
iness on a cash basis January 1. With- 
in a few days a series of advertisements 
will appear in their local newspapers 
and direct mail will reach the farmer 
informing him that no more credit is 
to be granted. 


Eight Firms on Cash 
Firms cooperating in the movement 


are: Farmers Feed & Fuel Co. and 
Burlington Feed Co., Burlington; A. 
H. Lois Feed Co., Bassett; Home 


Lumber & Fuel Co., Elkhorn; Equity 
Cooperative Feed & Fuel Co., East 
Troy; Schwartz Lumber Co., Troy 
Center; Turtle Valley Farms, Wal- 
worth, and Kansasville Lumber, Fuel 
& Feed Co., Kansasville. The cash basis 
movement evolved from discussions at 
district meetings held by dealers in the 
vicinity of Burlington during the past 
few months under the auspices of the 


Central Retail Feed association. While 
the feed men _ talked over their 
problems at these’ gatherings it 


was evident that their greatest common 
difficulty was credit. So they decided 
to wipe it out. Each of the eight deal- 
ers has agreed to adhere rigidly to the 
policies adopted for the plan and other 
feed men in the territory are expected 
to join the movement after it is in oper- 
ation. 
Some Exceptions Made 

Some exceptions to an air tight cash 
basis policy will be made. The terri- 
tory served by the eight dealers now 
cooperating in the movement is situ- 
ated between Chicago and Milwaukee. 
Corporations and individuals living in 
these cities own farms which are oper- 
ated by tenants. Feed is purchased by 
the tenant and the dealer biils the owner 
for the amount. It requires time to 
obtain the money and consequently this 
sale cannot be considered as an out- 
right cash deal. The dealers will con- 
sider this type of business as an ex- 
ception to the plan and will continue to 
handle it according to their individual 
policies. 

Two credit forms were submitted for 
approval at the meeting by H. A. Ar- 
nold, Turtle Valley Farms, Walworth. 
One serves as a promissory note fo 
payment within 30 days and the other 
as an assignment on the farmer’s milk 
check. The cooperative cash basis deal- 
ers agreed to adopt these papers as 
standard forms to be used only in ex- 
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This grou 
which eight o 
right are John J. Schwartz, R. C. Barber, R. B. 
Huck, Al. Lois, and Walter Uebele; seated, are Robert Sommer, T. C. Lightfield, Henry 
Tetzlaff, William Robers, Walter Harding, E. W. Swoboda and H. B. Miller. 


ceptional cases and for obtaining a 
greater leverage on old accounts. Mr. 
Arnold and Walter Harding were ap- 
pointed to attend to the printing and 
distribution of the forms. 

Suggests Lien Law 

During the discussion at the meeting 
considerable attention was given to the 
legal technicalities involved in dealing 
with a tenant or renter. Some of the 
dealers maintained that when an owner 
rented his farm both he and the tenant 
entered a partnership and consequently 
either was liable for any purchase made. 
Others held that each was liable for 
only one-half of the amount and still 
others that the owner was responsible 
for the entire purchase. Elsewhere in 
this issue The Feed Bag presents an 
article giving the legal details involved 
in dealing with tenant farmers which, 
it is hoped. will enlighten the Burling- 
ton group and other dealers on the 
question. 

During the discussion about credit H. 
B. Miller, Wilbur Lumber Co., Honey 
Creek, suggested that feed dealers spon- 
sor a bill in the next legislature which 
would provide the man who sells feed 
with lien rights on livestock and live- 
stock products. Mr. Miller maintained 
that the dealer furnishes the feed which 
produces milk, eggs, pork and mutton 
and other products furnishing income 
for the farmer, and consequently should 
be entitled to have first claim on them 
when the customer fails to pay. He 
cited the lien which lumbermen have 
on buildings and explained the protec- 
tion that this measure provided against 
losses from bad accounts. 
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attended the recent meeting of the Burlington District Dealers club at 
the firms represented agreed to 


© on a cash basis. Standing lefi to 
arris, G. L. Stutz, H. A. Arnold, N. J. 


Walter Uebeile, president of the Cen- 
tral Retail Feed association, assured 
Mr. Miller that the suggestion would 
be taken under consideration at the 
next meeting of the executive commit- 
tee of the organization. 

In announcing the cash basis move- 
ment to the farmers the Burlington 
group agreed to use uniform newspaper 
advertisements and direct mail litera- 
ture. Each dealer plans to advertise in 
the paper covering his territory most 
thoroughly. His name will be placed 
in larger type and below it will appear 
the names of his fellow dealers who 
have joined the movement. This plan 
is expected to make the farmers rea- 
lize the determined effort of the dealers 
to abolish credit and thereby improve 
their service and sell feeds at lower cost 
to the trade. Advertising will be re- 
leased each week for at least three 
weeks prior to the date of change on 
January 1. 


SAUK FARM BUREAU Warehouse 
association, Sauk City, Wis., has in- 
stalled a feed mill in its elevator and 
made several changes in its office and 
warehouse buildings. 


AUGUST GIESES, Suring, Wis., 
has converted his sawmill into a feed 
mill and is now grinding grain, alfalfa 
and corn. 


EDWARD WEHRS, West Salem. 
Wis., has purchased the Model Feed 
Mill which was owned and operated by 
the late Martin Diefenthaler. 


‘Be a Business Booster Is Slogan 
For Federation Convention 


Midwinter Meeting to Be Held at Syracuse February 19, 20 
Speakers Will Discuss Farm Relief, Modern Business Trends 


eC E a Business Booster” is the 

slogan that has been adopted 

for the semi-annual convention 
of the Eastern Federation of Feed Mer- 
chants which will be held at Syracuse, 
N. Y., February 19 and 20. Speakers 
and discussion leaders who have had 
an active part in the trade progress 
throughout the country will furnish the 
“dynamite” to “blow up” the business 
blues. 

Efforts are being made to secure at- 
tendance of a large delegation from 
every agricultural county in New York, 
New Jersey and Pennsylvania. Leaders 
of these county groups will hold con- 
ferences during the convention to an- 
alyze business conditions and draft a 
program to correct unsatisfactory sit- 
uations. 

J. E. Sams Will Talk 

J. E. Sams, general manager of the 
Blatchford Calf Meal Co., Waukegan, 
Ill., will be one of the speakers who 
will sound the keynote of better busi- 
ness. He has spent some time recently 
in the East investigating conditions and 
will discuss them from the viewpoint 
of an observer interested in stimulat- 
ing retail sales. Federation members 
will be particularly interested in his 
opinion on cooperative competition. 

Judge Roscoe C. Harper, Sherburne, 
N. Y., dairyman, will speak on “The 
Government in Business.” At the last 
winter meeting, held at Binghamton, 
Judge Harper was given a rousing re- 
ception and was pledged to make a re- 
turn engagement. He will outline his 
recommendations for farm relief with- 
out spending government money. He 
is not in sympathy with the govern- 
ment being in business or with the use 
of tax-raised funds to aid any special 
group or industry. His talk will inter- 
est the feed merchants because he will 
tell how they can give valuable assist- 
ance in relieving the present plight of 
the farmer. 

Plan Feed Trade Clinic 

David K. Steenbergh, editor of The 
Feed Bag, official Eastern Federation 
magazine, will bring a message from 
the Central Retail Feed association, of 
which he is secretary, and will discuss 
the recent developments in the trade. 
“Dave”, as he is known to our mem- 
bers, is always given a big hand when 
he appears on the convention program. 

Several members of thé federation 
will hold a clinic on business conditions, 
and following a general discussion, will 
draft definite recommendations calcul- 
ated to make the organization more 
valuable to the retail trade. 

The headquarters for the convention 


will be maintained at the Hotel Onon- 
daga where all of the meetings will be 
held. The management will turn over 
the entire mezzanine floor to the dele- 
gates. The meetings will be held in 


Fred M. McIntyre, left, and Frank J. Ben- 
jamin, right, are directing the arrangements 
for the midwinter convention. 


the Hiawatha room, while the banquet 
will be served in the grand crystal 
ballroom. 

Fred M. McIntyre, president, is the 
general chairman of the committee, and 
Krank T. Benjamin, treasurer, is in 


Dealer Killed as Robber 
In Own Store 


One of the greatest tragedies that has 
occurred in eastern feed circles in years 
took place on the night of November 
18 in Cortland, N. Y. Clayton W. See- 
ber, prominent feed merchant and bank 
director of that city, was the victim, 
being shot and killed by a posse which 
believed his store was being robbed by 
the band of thieves which had pillaged 
that place of business and many other 
feed stores in up-state New York over 
a period of years. 

Mrs. Myra Judge, a widow residing 
in Cortland, also was shot and serious- 
ly wounded at the same time. 

Carter Seeber, son of the dead mer- 
chant, sounded an alarm when he saw 
two persons moving about in his fath- 
er’s store. A _ sheriff's posse was has- 
tily summoned and gathered about the 
place. It was reported they shouted 
to the two persons inside to come out 
of the building and that shots were 
fired when they failed to do so, killing 
Mr. Seeber, who was 60 years of age, 
and wounding Mrs. Judge. The latter 
told police she was transacting business 
with Mr. Seeber when the posse sir- 
rounded the store and that they feared 
a holdup, and hence did not leave the 
building when ordered to do so. 

Mr. Seeber was 
eastern feed circles. 


widely known in 
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charge of the local arrangements at 
Syracuse. The chamber of commerce 
will furnish badges and is giving assist- 
ance in providing entertainment for the 
banquet. The New York Telephone Co. 
is contributing an artistic program. The 
New York Central and other railroads 
are cooperating to advertise the con- 
vention. 

A new feature this year will be a 
trade exhibit. Booths will be arranged 
on the mezzanine floor where the latest 
cevelopments of the feed and grain busi- 
ness will be on display. 

The choice of Syracuse as a conven- 
tion city has met with widespread ap- 
proval because of its central location. 
It is easily reached by rail, bus or 
motor from all parts of the eastern 
states. Hotel accommodations at mod- 
crate rates are available. 


Large Gathering Expected 
3eginning December 15 a complete 
canvass of the merchants will be made 
by the members of the Eastern Federa- 
tion with a view of stimulating attend- 
ance. 

“It is going to be an important con- 
vention,” said Mr. McIntyre, “and we 
anticipate the largest attendance we 
have ever had.” 

Mr. McIntyre is going to give a com- 
plete report of his activities in behalf 
of an investigation of all state and na- 
tional agricultura! laws. 

“It is evident that many of these were 
enacted for political purposes,” he said. 
“They harm the industrious farmers 
even more than they do the legitimate 
merchants. Sentiment is crystalizing in 
favor of an unbiased investigation and 
the feed merchants should give their 
complete support.” 

The convention will open with a din- 
ner conference on February 18 and will 
continue with morning and afternoon 
sessions on February 19 and 20. The 
banquet will be held on February 19. 


C. J. LA FLEUR, ‘secretary of the 
Kasco Mills, Inc., Waverly, N. Y., 
spent two weeks hunting deer in the 
Adirondacks during November and re- 
turned with a nine-point buck. They 
had two shots at a bear, but missed. 


DUNNE CO. TO BUILD 

The buildings until recently occupied 
by the R. D. Eaton Feed & Grain Co., 
Norwich, N. Y., have been sold to the 
W. H. Dunne Co., of that city. It is 
understood the new owners will replace 
the elevator and feed store and ware- 
house with a modern building for the 
transaction of such business, starting 
construction early in 1931. 
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Supplying Poultry Flocks 


With Vitamin D 


By Prof. J. G. Halpin 


College of Agriculture, University of Wisconsin 


N adequate supply of vitamin D 
A is essential if poultry flocks are 

to be profitable. Without a suf- 
ficient supply of this vitamin hens can- 
not produce a normal supply of eggs 
and any egg produced will not give a 
normal hatch. Vitamin D enables the 
hen to digest and assimilate minerals. 
Without it ordinary egg shells cannot 
be formed and growing chicks fail to 
build normal bones. 

The laying hen’s requirement for vi- 
tamin D is high because her mineral 
requirements are high. If a hen lays 
200 eggs in a year and they weigh 2 
ounces each, the total would be 400 
ounces of eggs. Forty ounces of this 
will be egg shell or calcium carbonate. 
In other words, a 4 or 5 pound hen 
may produce about 22 pounds of cal- 
cium carbonate in a year. This means 
that the her must digest and assimi- 
late almost half her weight in mineral. 
No other farm animal compares with 
the hen in this respect. This is the 
reason why we must be so careful to 
supply vitamin D to the poultry flock. 

Sunshine Is Source 

The great source of this vitamin is 
the ultra-violet light found in sunshine. 
There is litthke or no ultra-violet light 
in the sunshine early in the morning or 
late in the afternoon. There is little 
or no ultra-violet light in the sunshine 
on days when the sky is overcast, so 
that the rays come through a hazy at- 
mosphere. Many days this fall and 
winter, even when the sun is shining, 
we can look at the sun with the naked 
eye at noon. On such days there is 
little or no ultra-violet in the sunshine 
even at noon. On other days the sun 
will shine brightly and our flocks can 
get a good “bath” of ultra-violet light 
if we do our part. 

Common glass screens out these rays 
so that if we have common glass win- 
dows in our poultry houses, we must 
get them open in such a way that the 
sun can shine directly on the flock if 
they are to get the full benefit. 

Glass Substitutes 

Certain materials such as quartz glass 
permit these rays to pass through into 
the poultry house. Other materials 
known as glass substitutes are on the 
market. They are coming into use on 
many farms. The glass substitutes per- 
mit ultra-violet rays to penetrate them 
but the glass must be kept clean, be- 
cause if we allow it to become covered 
with a layer of dirt the rays cannot 
pass through. 
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Even when the best glass substitutes 
are used it is desirable to have them 
on frames and hinged so that when- 
ever- we get a warm, bright, sunny day 
in the winter we can open the windows 
and let in all of the sunshine and also 
thoroughly “air out” the poultry house. 
On cold, windy, sunny days the glass 
substitute windows will let in some ul- 
tra-violet and keep out the cold. 

No matter whether common glass 
windows or glass substitutes are used 
we should remember that it pays to 
give the flock all of the ultra-violet 
that we can during the winter. Our 
winter supply is low at the best so we 
should utilize as much as possible. 

Cod Liver Oil Used 

Fortunately it is also possible to give 
vitamin D to the flock in stored form. 
Good cod liver oil contains this vita- 
min so that we can feed it to the flock. 

Tt was also discovered by Dr. Steen- 
bock at the Wisconsin experiment sta- 
tion that certain other materials could 
be treated so that they would become 
carriers of this vitamin. If yeast is ex- 
posed to the rays of the quartz mer- 
cury lamp it becomes activated. Then 
this treated yeast may be fed to the 
flock and will supply vitamin D. It 
must be understood that this is true 
only of yeast that has been treated by 
exposure to the ultra-violet light. Yeast 
that has not been so treated does not 
carry vitamin D. 

Results of Test 

Last winter at the Wisconsin experi- 
ment station we had groups of Leg- 
horn pullets in the attic of the poultry 
building where there is no direct sun- 
light. One group was given no treat- 
ment and averaged 68.5 eggs each from 
October 1st to April 30th. This 68.5 
eggs probably measures the amount of 
carry-over that each pullet had. That 
is, the amount of this vitamin D that 
the pullets brought with them from the 
range. Four groups of pullets were fed 
the activated or irradiated yeast and the 
best lot laid 96.8 eggs average, while 
a lot getting the same kind of yeast 
hut not treated laid only 71.2 eggs. As 
a check. one lot received cod liver oil 
and laid 106.8 eggs, while the group 
that received artificial ultra-violet from 
a quartz mercury lamp laid 116.0 eggs. 

It pavs to take advantage of all the 
ultra-violet light there is in the sun- 
shine. It pavs to open windows on 
sunny davs or to use glass substitutes 
that permit some of the ultra-violet 
rays to enter. During an average win- 
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ter in Wisconsin some additional pro- 
tection will be desirable such as the 
use of a good grade of poultry cod 
liver oil or some material that will 
supply vitamin D. 

Ultra-Violet Lights 

Some of the manufacturers are pro- 
ducing electric apparatus that may 
prove to be practical on farms that 
have electric current available. In fact, 
ultra-violet producing bulbs that look 
just like ordinary light bulbs are com- 
ing on the market. Whether these new 
style bulbs will produce enough ultra- 
violet light to protect our laying flocks 
is not known. Undoubtedly, if the 
present bulbs should prove inadequate, 
then in the comparatively near future 
electric light bulbs that will prove ade- 
quate will be placed on the market. 

Looking to.the future then it seems 
safe to predict that we will take more 
and more care to utilize all of the nat- 
ural ultra-violet that we can. The suc- 
cessful poultryman will see to it that 
his flock gets the benefit of the ultra- 
violet in the sunshine. The amount of 
such ultra-violet will not average suf- 
ficient to give complete protection to 
heavy producing flocks of laying pul- 
lets or rapid growing chicks. The suc- 
cessful poultry keeper of the future will 
supplement the winter sunshine in one 
of two ways. He will either feed vita- 
min D in some form or treat the flock 
with “artificial” ultra-violet light. 

Recommends Substitutes 

If the vitamin D is fed, then the poul- 
tryman will use such materials as cod 
liver oil or other fish oiis that prove 
to be dependable, or will use feeds that 
have been activated by exposure to the 
ultra-violet. I refer to such materials 
as irradiated yeast, irradiated molds and 
other materials that may be demon- 
strated to be practical to use. 

If the practical poultryman of the 
future has electric current, and prob- 
ably in many instances he will have, 
then he may find that all he has to 
do is to equip his poultry house with 
light bulbs that will be manufactured 
for that purpose. 

Time only can tell which of these 
methods will prove to be the most sat- 
isfactory, but one thing seems quite cer- 
tain—that we will need to supplement 
the natural supply of sunshine. For 
the present, most Wisconsin poultry- 
men will probably find that one pint 
of good cod liver oil in each 100 Ibs. 
of mash will prove to be a good invest- 
ment. 
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Since June 


Larro “took off” June 10th, 1912—18 
years ago—when the first sack of Larro 
was sold! 


Since that time, there has been no fal- 
tering in its flight—nothing in its sales 
policy to interfere with its climbing 
leadership. The constant addition of new 
business—new dealers—has kept it 
refueled. Increasing business has kept 
it sailing high— constantly 
finding new sales altitudes! 


Enthusiastic Larro Feeders 
—Poultrymen, 
Dairymenand Hog 
raisers have found } 
in Larro—the best }* 


FEEDS THAT DO NOT VARY 
FOR | OULTRY—HOGS—DAIRY 


THE LARROWE MILLING COMPANY 


DETROIT 


10th, 1912! 


feeds that it is possible to make— 
always a square deal in manufacture 
—honest value in results. Larro cus- 
tomers are profit customers. Larro 
business is steady business — vital, 
healthy business that GROWS! 


Write today for complete information 
about the Larro Franchise in your terri- 
tory—find out more about this famous 
line of feeds and flour that 
steadily soars higher, build- 
ing leadership on results, 
feeder enthusi- 
asm and dealer 
confidence! Write 
today —NOW! 


MICHIGAN 
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TAMILY FLOUR 


Don’t give dad a purse for a gift. He 
usually hasn’t anything to put into it 


for a long time after Christmas. 
* * * 
PAN AMERICAN 
Ship Captain: “All hands on deck. 
The ship has sprung a leak.” 
Sleepy Voice: “Aw, put a pan under 
it and go back to sleep.” 
* * * 
Some men are so pessimistic about 
business that even their knees knock. 


* * * 
FELT JUMPY 
Prisoner: “Warden, I'd like a little 
exercise.” 


Warden: “All right. 
exercise do you want?” 
Prisoner: “I’d like to skip the rope.” 

x 

CORNHAY WEAKLY NEWS 

Luke Riley’s plans for a big trapping 
season came to a sudden end when 
Mrs. Riley’s pet cat got caught in one 
of the traps Luke set down in the old 
hollow. 

The curtain was rung down prema- 
turely on Cornhay’s home taient play 
last evening when Hornwell Hornson, 
playing the part of the college profes- 
sor, detached two suspender buttons 
while making a curtsy and was sudden- 
ly depanted. 

Cornhay will have to look for a new 
Santa Claus, Constable Bunks being 
disclosed last year when one of the 
school kids recognized his red nose. 

Judd Perkins ate so much on 
Thanksgiving day that he hasn’t been 
able to talk turkey since. 

The Cornhay Weakly News wishes 
everybody a Merry Christmas exceptin’ 
Scotty McPlaid, who is waiting for leap 
‘year to subscribe to our paper so he 
wan get an extra copy. 

* 


VERY UNUSUAL 
Doctor: “You say you noticed some- 
thing strange in your wife’s speech last 
night.” 
Feed Dealer: “Yes, a pause.” 


It takes a stern father to resist the 
sales talk of a 14 year old boy who 
wants to see the the movies. 

*x* * * 


BRIGHT SAYINGS 
Mary: “Mother, do you know why 
the robin’s song is so sweet?” 
Mother: “No, why?” 
Mary: “Because he 


999 


‘Sirup, sirup’. 


What kind of 


always sings, 


* * * 


REALLY GREAT 
Bystander: “I notice that you treat 
that farmer with a great deal of re- 
spect.” 


Dealer: “You bet, he’s one of our 
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& Pollard Scratch. 
* 


after Geerge had 
Brand Seed Bulletin. 


earliest settlers.” 


Bystander: “Early settler? Why, he’s 


hardly more than 40 years old.” 


Dealer: “That may be true but he 
pays his bills earlier than anyone else.” 
* * * 

HOMESICK 
Mose: “Be suah dem chickens don’t 


get out.” 


Rastus: “How come. Won't dey come 


back?” 


Mose: “No, dey'll go home.”—Park 


* * 


NOT FOR LONG 
Bride (after wedding): “Did I appear 


nervous during the ceremony, Clara?” 


Clara: “A little at first, dear, but not 


said ‘yes’.”—Badger 


WILLIAM E. HABERMAN, 40, 
Milwaukee, a partner in the firm of C. 
E. Dingwall Co., died November 17 af- 
ter a lingering illness of three months. 
He was well-known to the Wisconsin 
trade with whom he did business for 
many years. 


HAZEL GREEN feed mill, Hazel 
Green, Wis., kas made several altera- 
tions to its plant and installed a batch 
mixer and oat huller. 


NATIONAL CONVENTION 

The next annual convention of the 
Grain & Feed Dealers National asso- 
ciation will be held at the Rice hotel, 
Houston, Tex., Monday, Tuesday and 
Wednesday, October 12, 13 and 14, 1931, 
it was decided at a recent meeting of 
the board of directors. This will be the 
35th annual meeting to be held by the 
organization. Houston was selected as 
the convention city for 1931 at the meet- 
ing held in Chicago last October. With 
the dates and place already selected, the 
association is off to an early start to 
make the 1931 event the biggest and 
best in the industry's history. 


Advertising Campaign Planned 
To Sell Surplus Eggs 


EWSPAPERS and radio adver- 

tising inducing the public to eat 

more eggs will be _ released 
shortly to help in disposing of a sur- 
plus of 2,000,000 cases now on the mar- 
ket. Poultry, hatchery, feed manufac- 
turing and other allied interests are 
sponsoring the campaign. 

It is believed that the surplus can be 
consumed befcre the middle of January, 
1931, if every person can be induced, be- 
fore that time, to eat five more eggs 
than usual. Unless the excess of eggs 
is disposed of, it is pointed out that 
prices will fall to low levels that will 
demoralize the market and seriously af- 
fect the poultrymen as well as indus- 
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tries serving them. 

“Right today, there is a surplus of 
cold storage eggs of about 2,000,000 
cases,” reports George Cugley, trustee 
for the emergency advertising cam- 
paign. “Unless these eggs are con- 
sumed between now and the middle of 
January, it is certain that spring egg 
prices will be very low. This will mean 
that the packers will be cautious about 
putting eggs in storage again next 
spring and every one of us connected 
with the poultry industry in any way 
will suffer.” 

Approximately $100,000 will be raised 
to finance the advertising campaign. The 
International Baby Chick association 
has subscribed $50,000, and the remain- 
der will be raised by a special fund com- 
mittee among industries serving the 
poultrymen. C. S. Johnson, Ralston- 
Purina Co., is representing the feed in- 
dustry on the committee. The Ameri- 
can Feed Manufacturers association has 
endorsed the campaign and is offering 
its support. 

“Eat Eggs for Energy” is the slogan 
which will be used in the advertising. 
Chain and independent groceries, deli- 
catessen stores, restaurants and soda 
fountains will be the chief outlets and 
are to be furnished with display cards, 
store posters and window strips. News- 
papers and radio stations in all prin- 
cipal cities will broadcast the advertis- 
ing. Other slogans to be used in the 
campaign are: “Take Home a Dozen”; 
“The Children Need Eggs Every Day”; 
“Don’t Forget the Eggs”; “Eggs Make 
Things Taste Better’; “Have Bacon 
and Eggs for Breakfast’; “There’s No 
Substitute for Eggs”. 


= 
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Tenant Liable for Feed Purchases 
In Majority of Cases 


Dealer Should Get Written Order From Owner for Protection 
Dealing With Various Tenancies Explained 


Legal Aspects of 


spark oi life in all living matter 

whether human or animal. It 
would seem that since food plays so 
important a role in the maintenance of 
life, that he who furnishes it should be 
entitled to something more than ordin- 
ary protection to insure payment for 
the invaluable substance he has pro- 
vided. 

It will be found in the case of hu- 
mans that when a member of the race 
fails to manifest appreciation of the 
kind act of his brother in furnishing 
him with board, the law looks upon his 
ungrateful conduct with frowning brow, 
and places in the hands of the provider 
effective weapons which are guaranteed 
to aid the erring one to arrive at a bet- 
ter understanding of his duty in a case 
of that sort. Indeed, he who too long 
treads the path of neglect of a board 
bill may find that the path leads even- 
tually to the town jail house, where he 
may be kept for a time on jail fodder 
which is designed to help him to prop- 
erly appreciate that which he obtained 
at the expense of his brother without 
paying for it. Or should a man under- 
take to board cattle or horses at his 
own establishment, it is his right to 
refuse to part with possession of the 
animals until he has received payment 
for the feed he has furnished. 

Dealers Claim Limited 

From the foregoing, it will be seen 
that the law has recognized to a degree 
the importance of food and feed in the 
scale of life, and has also recognized 
the fact that he who has supplied the 
life giving substance is entitled to un- 
usual remedies to secure his payment. 
However, it is to be noted that these 
remedies are allowed only in cases 
where the animals are boarded. Where 
the feed is taken out of the establish- 
ment of the seller, he has no claim on 
the animal which he is keeping alive 
with his feed. It is therefore unfor- 
tunate that the average feed dealer’s 
establishment is not sufficiently large 
for him to hoard all the cattle for which 
he furnishes feed. There might of 
course be other complications encown- 
tered in such an attempt but the dealer 
would at least retain an effective rem- 
edy for the collection of his account 
which he is now compelled to part with 
at the time that he parts with his feed. 
In cases in which the dealer has merely 
extended credit upon an open account 
for a feed bill, his only recourse is suit 
at law upon the account in the same 
manner as suit might be brought upon 
an ordinary account. 


i ‘ake furnishes and preserves the 


By John J. Hurley 
Legal Counselor for The Feed Bag 


It is but the nature of man when he 
discovers that one to whom he has ex- 
tended credit is indigent and unable to 
pay, to furtively scan the horizon in 
the hopes of discovering some third 
party who may be in some manner eith- 
er closely or remotely connected with 
the original deal upon whom he can 
also make demand for payment. In 
cases where credit has been extended 
to a tenant farmer, there seems to be 
an impression that the owner of the 
farm is the official “holder of the bag”, 
and therefore is the one to pay the pip- 
er. It is the purpose of this article to 
discuss generally the respective liabili- 
ties of the tenant and owner under sev- 
eral types of tenancies. Let it be said 
at the outset, however, so that the point 
will be well borne in mind, that general- 
ly speaking there is no liability on the 
part of the owner and the dealer must 
look to the tenant to whom he has ex- 
tended credit for payment. 


The differences in the types of ten- 
ancies which shall be dealt with here are 
differences in which the rent is paid. 
The first type is that under which the 
tenant pays a specified sum in cash at 
periodic intervals. In such cases there 
is absolutely no liability on the part of 
the owner for feed bills. 


In other cases it is agreed between 
the parties that the tenant shall reserve 
for the owner a certain percentage of 
the crops which are raised on the farm 
in lieu of rent. In such cases the same 
rule prevails as in cases where a cash 
payment is made. The landlord is not 
at all concerned with the expenses in- 
volved and can be no more liable for a 
feed bill than a landlord of a residence 
can be liable for electric current used 
by his tenant. 


Is Tenant a Partner? 


In still other cases it is sometimes 
agreed between the parties that each 
shall share in the expenses of operation 
and in the profits of the farm. It is 
sometimes possible in such a case to 
show a liability on the part of the owner 
for the feed bill. However, before he 
will become liable it is necessary to 
show that something other than the re- 
lation of landlord and tenant exists be- 
tween the parties. It is necessary to 
show that there was a partnership, or 
that the parties were engaged in what 
is known as a joint adventure. In either 
of such cases there would be a liability 
on the part of either or both men for 
all bills necessarily incurred in the pro- 
secution of the joint adventure. 


It is almost impossible to establish 
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the existence of a partnership between 
the parties under the circumstances due 
to the provisions of the uniform part- 
nership act which provides as follows: 

“The receipt by a person of a share 
of the profits of a business shall be 
prima facie evidence that he is a partner 
in the business, but no such inference 
shall be drawn if such profits were re- 
ceived * * * as rent to a landlord.” 

A “joint adventure” is quite similar’ 
to a partnership but more limited in its 
extent. It has been successfully estab- 
lished in a few cases that two persons 
apparently landlord and tenant were 
engaged in a joint venture, but such 
fact was established only after exten- 
sive litigation and spirited defense on 
the part of the landlord. It is also nec- 
essary to show more than the mere 
agreement to participate in profits and 
expenses to establish the existence of 
a joint adventure. 

In cases in which the occupant of the 
farm is a mere cropper, the relation of 
landlord and tenant does not exist at 
all. The cropper is a mere employ, and 
if he acts with authority of his em- 
ployer in ordering the feed, the em- 
ployer will then be liable. 

To sum up the situation it may be 
again stated that where credit is ex- 
tended to the tenant, recourse may be 
had only against the tenant for pay- 
ment, and that recourse is only by suit 
upon the account, and execution after 
judgment is obtained, upon such pro- 
perty as is possessed by the tenant and 
is not exempt. 

Get Owner’s Signature 

It seems that since the law gives ef- 
fective remedies to insure the payment 
of feed bills when the cattle is boarded, 
some effective remedy might also be 
preserved for him who provides feed 
to be consumed away from his own 
premises. However, until such time as 
an effective remedy is provided it is up 
to each dealer to protect his own in- 
terests as best he may at the time that 
the merchandise is sold. Where feed 
is sold to a tenant and the landlord 
is participating in the profits of the 
farm, the dealer might call upon him 
at the time the feed is sold to guaran- 
tee the payment of the feed bill. The 
landlord can be held only in case of 
an express promise on his part, and 
that promise must ordinarily be in 
writing. 

It is wiser to inquire before extend- 
ing credit to a tenant farmer, “What 
security will you give me?” than to in- 
quire of a lawyer long after the account 
is due, “What recourse have I?” 
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Know Your Own Business Well 
Keep Careful Records 


By Joe Huenink 


OW many of you make out a 

profit and loss statement at the 

close of the year? What was 
your gross profit on flour, feed, coal, 
corn, oats, barley, etc.? Do you know? 
Do you keep a set of records that will 
tell you? To my way of thinking, the 
most important part of any business is 
to be able to analyze it so that you 
know where your profits are made or 
lost. 

We have been talking in a general 
way that in order to make a fair profit 
upon our investment, we must add a 
certain percentage. I believe that we 
must go further than that as on certain 
lines we need more margin than on 
others. I can make more profit on a 
$100 investment, using the same mar- 
gin, on bran or corn, etc., than I can 
on flour. So, in order to be fair to my- 
self, I am entitled to a greater margin 
on flour than I am on bran or corn. 
That is what records will do for you. 

Everybody must set his own margin 
and forget his competitor. If he has 
the edge over you, analyze your own 
business and if possible cut your over- 
head so that you can compete. 

Everybody has certain items in his 
business that are not bringing him a 
fair return but, unless he keeps close 
records, does not realize it. It is not 
fair to raise your margin in general so 
as to get a fair return upon such items. 
Every item should bring you a fair 
return and no item should be made to 
carry another. In other words, it is 
not fair to raise your margin on flour 
in order to cut your margin on feed. 
Your margin needed for a fair return 
should be based upon past experience 
and that only can be done if you keep 
a set of records so that you know 
where your profits are made or lost. 

Eleven years ago when I started in 


E. W. LOCKWOOD, Wilbur Ellis 
Co., San Francisco, Cal., was in Min- 
neapolis recently. Wilbur-Ellis handle 
a line of fish meal and soy bean meal. 


ANTON PRICE recently — started 
operations in his feed mill at Bluffton, 
Minn. 


OSLO GRAIN & FEED CO. lest 
one of their elevators at Oslo, Minn., 
when fire of undetermined origin gutted 
the plant. 


DROUTH RATES EXPIRE 

Emergency rates granted by railroads 
on feedstuffs shipped into the drouth 
districts were discontinued November 
30. It is reported that more than 60,- 
000 cars were hauled under the emer- 
gency provisions rate. The railroads 
complained that in some areas the priv- 
ilege of lower rates had deen seriously 
abused. 
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the feed game, my idea was that the 
only way to make any profits was to 
buy in large quantities and as far ahead 
as they would let me. But, at the close 
of the year, my profits on flour were 
not what they should have been. I 
tried it for two years. I studied it, an- 
alyzed it, finally came to the conclu- 
sion that my long time booking was 
at fault. Since that time I have more 
than doubled my gross profits on flour. 
Credit must be given to my records. 

Another instance, we have handled 
a line of binders, mowers, rakes and 
other machinery. Out of the 10 years 
they were handled, it was only three 
years that the figures came out in 
black, the balance of the time was in 
red. What has been the result? I 
couldn’t quit as the trade was depend- 
ing upon me for repairs. This I could 
do and am doing, curtailing my sales 
as much as possible. I wouldn’t walk 
across the street to attempt to sell a 
binder. 

I firmly believe that every dealer has 
certain items in his line that he is hand- 
ling at a loss and that he does not rea- 
lize it unless he keeps close records. 
I do not wish to give the impression 
that records are all that is necessary, 
but they will give you a basis where- 
upon to analyze your business. 

There are three outstanding rules, as 
I see them, for a success in the feed 
game. 

(1) Know your own business, ana- 
lyze it. Keep records. 

(2) Be on a cash basis, or extend 
only a very limited amount of credit. 
Get the maximum amount of turnover 
on your investment. 

(3) Do not overbuy. I claim that 
no man knows what the market will be 
three months from now. If he does, 
he need not peddle feed. 


GEORGE ANDERSON, manager of 
Iruen Milling Co., Minneapolis, re- 
turned from a successful deer hunt in 
northern Minnesota. George and his 
party of four returned with three deer. 


R. S. BENTLEY, Fairbank, Ia., has 
purchased the interest of his partner, 
Wm. Crook, in the Bentley & Crook 
elevator, and will continue to operate 
it. 


CLAUDE E. HITE, 44, Hite Bros. 
Mill, Peru, Ind., passed away Novem- 
ber 12, following a brief illness. He 
operated the business in partnership 
with his brother. 


FARMERS ELEVATOR CO., Hol- 
land, Ia., has built an addition to their 
elevator to house a feed grinding unit. 


N. J. BELL, formerly operator of a 
feed mill at North English, Ia., has 
discontinued operations there and has 
taken over his new plant at Richmond, 
Ta. 


E. C. WERTZ has opened a new 
flour and feed store at Hill City, Minn. 


FRANK SMITH has been appointed 
manager for the A. A. Thompto & Sons 
feed mill, Kensett, Ia. 


IMMEDIATE-QUICK-PROMPT 

Many feed dealers do not fully un- 
derstand the terms, immediate, quick 
and prompt which are used in specify- 
ing time of shipments of flour and feed 
which they purchase. 

The Millers National federation, how- 
ever, defined these terms at an annual 
meeting several years ago as follows: 

Immediate—within three days from 
date of receipt of shipping instructions, 
including day instructions are received. 

Quick—within seven days from date 
of receipt of shipping instructions, in- 
cluding day instructions are received. 

Prompt—within fourteen days from 
date of receipt of shipping instructions, 
including day instructions are received. 


Changes to Cash Overnight 
Farmers Don’t Complain 


ARMERS in the trade area sur- 
rounding Plymouth, Ind., had 
been accustomed to buying their 
feeds on credit. Syler & Syler pur- 
chased the old established feed store in 
the town last July 15 and almost over- 
night changed it to a cash basis. The 
farmers were surprised by the sudden 
reversal of policy, but when they 
learned that the new owners were sin- 
cere in their efforts to help them save 
money, they adapted themselves to the 
new plan and are giving the firm a 
healthy volume of business. In fact, 
trade has increased so rapidly that Sy- 
ler & Syler found it necessary to install 
additional equipment. 
Ivan W. Syler, proprietor, in a letter 
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to The Feed Bag, reports that the cash 
basis is the only sound method of doing 
business. 

“Our experience in selling for cash,” 
he writes, “has been very satisfactory 
and the trade did not in the least, seem 
to take offense at our announcement. 
We have as yet to deal with a customer 
who has become angry with us for re- 
fusing to extend credit to him. Of 
course, the transaction must be handled 
in a polite, diplomatic way. 

“It was rather easy for us to change 
to a cash basis because we came as to- 
tal strangers into the community. To 
my notion, those who turn a credit into 
a cash business under the same manage- 
ment are deserving of praise.” 
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easy, economical way put 


SALES PUNCH 


into your Mashes 


NOPCO X X is sales punch for your mashes, because more and more poultry- 
men are learning the value of feeding cod liver oil to breeding flocks as well 
as to chicks. They are demanding the Vitamin D protection which gives 
them firmer egg shells, more eggs, better hatchability, and stronger chicks. 
Furthermore, they want commercial mixtures which relieve them of the 
chore of mixing in the oil themselves. 


Picture by the courtesy of a customer that mixes 
Nopco XX in an average of 400 tons of mash per 
day. Absolutely uniform distribution is obtained 
with this pressure spray. 


Why Nopeco XX, rather than any other cod 
liver oil? Because Nopco XX is fortified in Vit- 
amin D by the Columbia University process 
to a strength where five pounds (%% total 
ration) will furnish adequate Vitamin D protec- 
tion to a ton of mash, which is to be fed with 
a supplemental grain ration, with a margin for 
safety. You can easily see the saving in this 
cod liver oil which goes so much farther. 


Nopco XX is tested for potency in Vitamins 
A and D and is fully guaranteed. 


Five hundred commercial mixers already 
mix Nopco in their mashes, and find that the 
small amount needed can be mixed uniformly, 
with ease and economy. The pressure spray 
method pictured here is giving complete satis- 
faction to many mixers. 


Any questions about mixing cod liver 


oil with mashes, or about NOPCo, will 
be gladly answered. Write in today. 


NATIONAL OIL PR 


ODUCTS COMPANY, INc. 


EXECUTIVE OFFICES & FACTORY: 38 ESSEX STREET, HARRISON, N. J. 
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HEAVY 


BUFFALO CORN GLUTEN FEED 


SWEETENED 


As the name implies, here is a heavier 
Corn Gluten Feed, made especially to 
appeal to those of your customers who 
prefer a heavier gluten. 


Because of its Corn Sugar Molasses, 
Heavy Sweetened Buffalo is higher in 
nutritive value than most sweet feeds, 
and adds palatability to any ration of 
which it is a part. 


If you are a manufacturer of mixed 
rations you can use Heavy Sweetened 
Buffalo to advantage as a basic ingredient 
of your sweet formulas. 


If you sell feeds to the dairyman in orig- 
inal bags for home-mixing, many of your 
customers can make up a profitable ra- 
tion merely by mixing Heavy Sweetened 
Buffalo with their homegrown grains. 


We are prepared to ship this product 
in straight cars or in mixed cars with 
Buffalo Corn Gluten Feed and Diamond 
Corn Gluten Meal. 


= 100 POUNDS NET 


SWEETENED 
CORN PRODUCTS REFINING CO. 
GENERAL OFFICES-NEW YORK.USA. 
= 

FIBRE MAXIMUM _ 9% 


Corn Products Refining Co. 


New York Chicago 
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WV ncn you re-stock with Reef Brand 


Reef Brand is 
packed in 84 and 
3 14 lb. cartons and 
100 Ib. machine 
sewn burlap bags. 
The new small 
sizes are popular 
with poultrymen 
who have never 
before used oyster 
shell. Once they 
get the results 


Reef Brand 


ways gives, they 
become regular 
customers ... new 
friends for your 
store. 


eef Bra 


REGISTERED IN U.S. PATENT OFFICE 


Pure Crushed OYSTER SHELL 


Pure Crushed Oyster Shell, you 
want to do so with the least pos- 
sibie delay. That’s why we re- 
Jay your orders by direct wire 
from our New Orleans sales office 
to the factory at Morgan City, 
the largest of its kind in the 
world. Every order is “rush’’. 
Every one is filied a few minutes 
after being received, packed in 
specially-padded cars to protect 
it from damage enroute, and 
speeded on its way to you. 


Reef Brand is over 99% pure 
calcium carbonate (egg shell ma- 
terial). No dust; no waste. 
Contains no animal matter to 
Backed 
by a nation-wide advertising 
campaign that will win hun- 
dreds of new friends for you... 
new customers who will make 
the Reef Brand store their 
poultry headquarters. Write 
today for special annual con- 
tract or dealer proposition. — 


attract rats or mice. 


FOR POULTRY 


Manufactured by 


GULF CRUSHING CO., INC. 
New Orleans, U. S. A. 
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This may be your order 
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Value of Ration Proved by Results 
Not by Analysis Tag 


Label Fails to Disclose Many Important Essentials 
True Worth of Feeds Best Determined by Performance 


APTAIN CUTTLE, in Charles 
Dickens’ book “Dombey & Son,” 
was in the habit of saying, “The 

bearings of the observation lie in the 
application of it.” We will make the 
same remark concerning the analysis 
tag. A great deal depends on the “ap- 
plication of it.” 

Mr. Jones, a dairy man in a small 
Connecticut town, was in the habit of 
delivering his milk to the creamery. 
To get there he had to pass a road- 
side sign that extolled the virtues of 
a certain health foo’. If one would 
enjoy the benefits of good health, he 
must eat this perfect food. 

Sign Sells Jones 

Jones read this sign so often that 
through its influence he finally pur- 
chased a package. Upon arriving home 
he tried a portion of the food, but it did 
not appeal to him and he gave most of 
it to his dog. However, the dog turned 
up his nose at the offering. 

After delivering his milk the next 
morning and again reading the sign, 
Jones tried to eat the health food and 
was able to get away with a little of 
it, but when the dog was offered the 
remainder he still refused it. 

Like Analysis Tag 

Jones continued to read the sign, be- 
came more and more impressed with 
the virtue of the product and tried to 
educate himself to liking it. All his 
efforts, however, were unavailing with 
the dog, who still declined to eat it. 
Jones finally gave up the idea of teach- 
ing the dog, with the remark, “There 
is one big difference between you and 
me on this health food question, and 
that is that I can read and you can't.” 

The analysis tag has achieved re- 
sults in the feed business similar to 
that of the roadside sign. The trade 
through continuous instruction on the 
subject of analysis has attributed to 
it an importance that it does not pos- 
sess, but the poor ignorant cow being 
unable to read, has calmly continued to 
ignore the tag and its information, and 
to produce milk only according to the 
real value of the feed she is consuming. 

States Ordered Tags 

The tag came into existence through 
necessity. Some manufacturers of con- 
centrated feed stuffs were more or less 
urscrupulous in their methods. Through 
greed or ignorance they adulterated 
their products and sold them as high 
grade articles. The manufacturer who 
was trying to place before the trade 
an article of real merit had difficulty in 
selling, as the prices of the inferior 
grades were made more attractive. The 
user suffered because. he had no way 
of differentiating between the good and 
the bad. 


To cope with this condition the ex- 
periment stations throughout the coun- 
try started analyzing the feeds and ex- 
posing such frauds as they found, but 
the situation demanded more drastic ac- 
tion. The result was that the difierent 
states passed laws requiring that every 
sack of feed be branded with the true 
chemical analysis of the contents. This 
was intended to protect both the honest 
manufacturer and the feeder, allowing 
cne to market his goods on their real 
merits and the other to buy the feed 
as it really was and not on a supposi- 
tion. 

Doesn’t Tell All 

The analysis tag has resulted in much 
benefit for the feed trade. It has ef- 
fectually checked the distribution of 
misbranded feeds, but it has been cred- 
ited with virtues wholly foreign to the 
ideas that were the cause of its exist- 
ence. The feeder is inclined to read 
on the tag a complete story of the 
value of the contents. This is the real 
fallacy of the tag. It can tell you the 
amount of protein, carbohydrates, fat, 
fibre, and the ingredients that are con- 
tained in the bag, but there is a world 
of information which the tag does not 
tell. 

There is much that the feeder should 
know which can never be learned from 
the tag. 

A ration must have bulk because 
a bulky feed is far more efficient than 
a compact one. Should it be lacking 
in bulk, it is difficult of regurgitation, 
and in consequence it passes through 
the stomachs without the proper mas- 
tication and that means waste. The 
feed which is not light and bulky is 
also likely to pack in the cow’s stomach 
which may result in digestive disorders. 

Is Feed Palatable. 

The tag does not show the palata- 
bility of a feed, one of the important 
requirements. If the animal does not 
like the feed given her, she will eat 
little more than is necessary for her 
hody maintenance. In a number of in- 
stances good producers find their way 
to the butcher because they have been 
asked to produce on a feed that does 
not please them. A cow eats a feed 
largely according to its palatability and 
not in accordance with her capacity. 
The feed that a cow will eat with rel- 
ish will be more likely to produce re- 
sults than one built solely to fit an an- 
alysis or a price. 

Does the tag show the thoroughness 
of the mixture? A mixture poorly made 
loses much of its efficiency as the ani- 
mal is likely to get more of one ingre- 
dient at one time and less at another 
time. Absolute uniformity of a mix- 
ture is one of the fundamentals and 


THE FEED BAC—DECEMBER, 1930 


should never be ignored. 

If one were to judge merely by the 
tag, then cottonseed meal is cotton- 
seed meal and bran is bran, but we all 
know that feeds will differ widely in 
quality; some are sound, sweet, clean, 
and of good flavor; others may be off 
color, of bad flavor, musty, moldy, 
heated, sour, or high in moisture. These 
off grade commodities will analyze the 
same as good feeds and a mere chemi- 
cal analysis will not disclose the un- 
satisfactory condition. 

Cleanliness Important 

Did you ever lose a cow through her 
carelessly eating nails, wires, or other 
pieces of iron or steel? If not, your 
education is incomplete. I listened to 
ene of the most eminent veterinarians 
make the statement that more cows 
were lost each year from this source 
of trouble than through any other. Can 
you read on the tag that there are such 
foreign substances in the sack? 

One mixed feed may have had its 
ingredients all carefully screened and 
then carefully run over a large magnet 
in order to catch any iron that might 
be in the feed; another lot of mixed 
feed may have been just carelessly 
shoveled over a few times and sacked, 
yet th@ chemical analysis puts them 
both on the same footing. Why place 
your cows in jeopardy bv taking the 
risk of using feed that has not been 
run over magnetic separators? The ad- 
ditional cost of the feed is cheap in- 
surance. 

Formula Counts Most 

The formula of a mixed ration is the 
real and vital element of the feed. Every 
feeding stuff has properties that are 
peculiar to itself and that exert their 
influence in the final mixture. Cotton- 
seed meal, for instance, is costive in 
its action while linseed oil meal is lax- 
ative. For the best result a neutraliz- 
ing point must be determined and the 
mixture made accordingly. 

Gluten feed is heavy and heating and 
when using it there should be an in- 
gredient in the mixture of opposite 
character that will minimize its faults 
and bring out its good qualities. Bran 
is light and bulky and cooling and is 
admirable as a foil to such feeds as 
cottonseed meal and gluten, but unfor- 
tunately it is not as highly digestible 
as many other feeds so that its use 
must be restrained. 

Ingredients May Vary 

Some feeds are rich in mineral con- 
stituents and others are sadly deficient. 
A feed expert considers all the merits 
and demerits of the different ingredi- 
ents and blends them accordingly. 

But that is not all, the knowledge 
of how a certain feed will act by itself 
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does not necessarily indicate how that 
feed will act in combination with oth- 
ers. The final arbiter is the cow and the 
feed expert spends months in trying a 
certain combination on the cows and 
then trying others in comparison. Years 
may be spent in such tests without be- 
ing able to say that a perfect feed has 
at last been discovered. 

The tag shows nothing of these for- 
mulas and tests and, even if the tag 
did show the formula, it could not 
guarantee the honesty of the man who 
certified on the tag to the formula for 
no chemist or microscopist has ever 
been able to determine the percentage 
of ingredients used in a feed. 

Digestibility of Feeds 

Even though the protein, fat, fibre, 
and carbohydrates in a feed have been 
determined by a chemical analysis, the 
availability of these constituents to the 
animal is not disclosed. Experiments 
have shown that the digestibility of 
feeding stuffs will range from a low 
figure like 16 per cent in rice hulls to 
90 per cent in corn meal. The value of 
a feed depends on the amount of nu- 
triment that the animal can abstract 
from it and convert into milk or flesh. 
The analysis tag cannot disclose what 
the animal can take out of the feed. 
Only the practical use of the article 
will prove its worth. 

Summarizing, we find that the analy- 
sis tag has a certain office to accomplish 
that is absolutely necessary and its use 
should not be discouraged. 

The tag’s information is necessary 
and valuable, but there are many, many 
other things that are not printed on it, 
and that can never be printed on it, 
and these other items of information 
are much more important. 

The manufacturer must sell his feeds 
en their own merits and according to 
what they will produce, and the feeder 
should judge them by results rather 
than by the analysis tag.—Reprinted 
from the Larro Dealer. 


New Book Published 
On Farm Board 


Comprehensive analysis of the agri- 
cultural marketing act and a frank dis- 
cussion of the federal farm board, its 
attempts, failures, accomplishments, 
limitations and possibilities, are present- 
ed by E. A. Stokdyk and Charles H. 
West, division of agricultural econom- 
ics, University of California, in a new 
book entitled “The Farm Board.” 

The authors diagnose the agricultur- 
al marketing act piecemeal and describe 
what the farm board and its affiliated 
government agencies have done or at- 
tempted to do under the powers grant- 
ed by congress, They frankly express 
their opinions about the entire situation 
including the belief that an agricultural 
surplus can best be handled by controll- 
ing breeding and planting, and that pri- 
vate exchanges should be permitted to 
operate freely in handling agricultural 
commodities, thereby relieving the price 
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St. John Elected President 
By Eau Claire Group 


HE work of the Central Retail 

Feed association was again car- 

ried into the northwestern part 
of Wisconsin last month when the Eau 
Claire District Dealers club held a meet- 
ing at Eau Claire, November 12, and 
the New Richmond District Dealers 
club met at Amery, 
November 17. 

LeRoy LaBudde, 
Square Deal Feed 
stores, Milwaukee, 
was the principal 
speaker at both 
meetings, talking 
on the subject of 
“Advertising for 
Retail Feed 
Stores”. His ad- 
dress is published 
elsewhere in this 
issue of The Feed 
Bag. 

S. E. St. John, Red Front Flour & 
Feed Co., Eau Claire, was elected presi- 
dent of the Eau Claire District Dealers 
club and R. J. Kain, Augusta, was elect- 
ed secretary. The Eau Claire group de- 
cided to hold at least four regular meet- 
ings each year and to restrict attend- 
ance at all but one to bonafide retail 
feed dealers. 

Some of the subjects discussed at the 
Eau Claire meeting included: “Is it pro- 
fitable to install a custom molasses feed 
mixer’, “When are feed prices going to 
hit bottom”, “How can we increase the 
gross margin of profit at feed stores 
doing a small volume of business”, “Are 
dealers charging enough for custom 
grinding”. The group voted to ask 
the Central Retail Feed association to 
investigate the possibilities of getting 
the power companies to establish lower 


S. E. St. John 


risk burden. 
“The Farm Board” is a book which 
should enable everyone to gain a more 


‘thorough understanding of the agricul- 


tural situation and the remedial meas- 
ures which have been proposed or un- 
dertaken. Copies may be obtained by 
writing direct to the publishers, The 
MacMillan Co., New York, N. Y. The 
price is $2.00. 


HORTONVILLE MILLING CO., 
Hortonville, Wis., has remodeled its 
mill and installed a molasses mixer. 


CHANGES NAME 

Warren-teed Seed Co., Chicago, has 
changed its firm name to Seedtown 
Products, Inc., amalgamating the divi- 
sions formerly operating under the 
names of John L. Kellogg Seed Co., 
Kellogg Terminal Warehouse Co., and 
Warren-teed Seed Co. All products of 
the firm will be marketed under the 
trade name of “Seedtown Products”. 
Frank R. Moorman is general manager. 
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and more uniform power rates. The 
officers were instructed to call another 
meeting of the group some time be- 
tween January 10 and January 15. 

Almost 50 dealers-enjoyed a fine tur- 
key dinner, one of the best served for 
any district feed dealers meeting, at the 
Amery gathering. J. K. Pike, of the 
General Electric Co., Minneapolis, read 
a paper entitled “Feed Grinding with 
Electric Power”, part of which is pub- 
lished in this issue of The Feed Bag. 

Some of the questions discussed at 
the meeting included: “What should be 
required of customers booking feed for 
future delivery”, “How are the molasses 
feed mixers working”, “What is the ac- 
tual cost of electric power used grind- 
ing a ton of feed”, “Is it fair for power 
companies to sell small feed grinders 
to farmers on an economy basis, there- 
by making competition for feed dealers 
who must buy their power for custom 
grinding from these same power com- 
panies.” 

Joe Huenink, Baldwin, president of 
the club, read a paper on profit and loss 
statements which is published elsewhere 
in this issue of The Feed Bag. Musi- 
cal entertainment, including a song on 
the necessity of selling feed on replace- 
ment values, written by J. E. Davis, 
was furnished through the courtesy of 
the Northern Supply Co., Amery. 

Before adjournment, the group voted 
practically unanimously in favor of 
holding the next convention of the Cen- 
tral Retail Feed association at Minne- 
apolis rather than Milwaukee. It was 
decided to leave decision with respect 
to time and place of holding the next 
local meeting up to the officers of the 
club, President Huenink and Secretary 
John Vrieze, Woodville. 


Janesville Group Plans 
Cash Movement 


When 70 per cent of the members 
subscribe, the Janesville District Deal- 
ers club will go on a cash basis, it 
was decided at a meeting of the group 
held in the Monterey hotel, Janesville, 
November 24. The cash plan was the 
main topic of discussion. Many mem- 
bers are ready to, give their support to 
the policy and when sufficient numbers 
have been induced to join, the move- 
ment will be launched. Thirty dealers 
attended the meeting which opened with 
a dinner at 7 p. m. All members who 
attended responded 100 per cent to a 
request for payment of their dues. A 
committee of five members was ap- 
pointed to direct the cash basis move- 
ment. 


W. H. REMINGTON, Hibbing, 
Minn., is building a large feed ware- 
house and mill at Meadowlands, Minn. 
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a Forecast.... 


*NHE past is frequently a prologue to 
the present; the achievement of yes- 
terday becomes commonplace com- 

pared with the accomplishment of today. 


Magnetic engineering—the industrial applica- 
tion of electro-magnetism for concentration 
and purification of materials, protection of 
process machinery against tramp iron, and 
for handling services—has attained a degree 
of development undreamed of ten years ago. 


Magnetic machines have been perfected for 
the separation and purification of materials 
heretofore unresponsive to magnetic action, 
such as grains, foodstuffs and other raw ma- 
terials, as well as ores not previously suscep- 
tible to magnetic separation. Magnetized 
roller conveyors have been developed which 


Mr. R. H. Stearns has been engaged in magnetic engineering for more 
than thirty years. He is recognized as an authority in the field and is 
responsible for many impr ts in gneti ip t. Thecom- 
bany of which he is head owes much of its progressiveness to his efforts. 


possess the unique property of moving iron 
and steel pipes and sheets up an inclined 
plane against gravity. Magnetic clutches, 
although not new to industry, have been 
brought to a degree of efficiency and range 
of application unthought of years ago. 


Magnetic Manufacturing Company engineers 
have contributed much to present day utili- 
zation of magnetic equipment. They believe 
that the future will bring advancement in mag- 
netic engineering as absorbingly interesting 
as that of radio and related sciences. With this 
in mind they look forward to working with 
manufacturers and others interested in adapt- 
ing magnetic equipment to special problems. 


MAGNETIC MANUFACTURING CO. 
630 S. 28th Street Milwaukee, Wis. 


MAGNETIC 


EQUIPMENT 
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thank you- 


Quaker feed business good” 


HRISTMAS marks the approaching end of 1930. And during 
the past year, as always, Quaker Dealers have found a strong, 
profitable advantage in working with The Quaker Oats Company. 


Balanced advertising, growing feeder appreciation for Quaker feeds, 
new sales ideas, low inventories, ready delivery, repeat sales, and 
balanced stock and poultry feeds for every purpose have combined 
to the Quaker Dealer’s advantage. 


Yes, thank you, Quaker feed business is good. And it stands a 
strong chance to make further splendid progress next year. If you 
feel that sales have been unusually slow and that you would like 
to see them make a strong, steady increase through 1931, write a 
card asking for information about the Quaker selling plan for dealers. 


THE QUAKER OATS COMPANY, CHICAGO, U. S. A. 
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MEAL DAIRY RATIONS 
is 
‘ 
: 
| a BUY QUAKER FEEDS I s PED SA S oem 


WISHING YOU ALL Merry Christmas! 
— CHRISTMAS Again we wish it to you from 
the bottom of our heart. 

Mey all the peace and blessings of this happy Yuletide 
be bestowed lavishly upon you and remain with you through- 
out the year. 

It has been a pleasant year for The Feed Bag and on 
this Christmas we are particularly happy. Our continued 
contact with the industry has revealed new opportunities to 
be of service. And we are happiest when we are serving 
most. 

Despite adverse economic conditions, The Feed Bag has 
made consistent gains in advertising. This is evidence of 
the confidence which the advertisers have in the industry, the 
dealer who handles their products and uses their equipment 
or employs their services. It is evidence of an implicit faith 
in American business and its future. 

An industry imbued with such progressive, determined 
spirit must inevitably continue to grow and prosper.. We 
are happy to have the opportunity to serve that industry 
and shall ever strive to truly reflect its aims and ideals and 
forward its progress. 

It's a Merry Christmas for The Feed Bag and again, 
with gratitude and sincerity, we wish you all a Merry 
Christmas, too. 


FACE FORWARD Dealers who are wondering how 
TO PROSPERITY much longer the present business de- 

pression will last, will find some con- 
solation in the report issued in the November bulletin of 
the National City bank of New York. 

“Considering the months of reaction now behind us as 
well as the depths to which the decline has gone, there can 
be little doubt but that the depression in this country is 
scraping bottom,” the report reads in part. “Whether the 
precise mathematical low point has been reached may be 
open to question, but we do not believe business is likely to 
go much lower and we think the next important movement 
will be upward. 

~ “How soon that will take place cannot of course be 
foretold with certainty, as that depends in large part on 
the degree of help or hindrance accorded the economic 
forces working to restore the balance. Usually, however, 
our industrial depressions of a severity comparable to this 
one have taken the form of a U shaped curve; that is, busi- 
ness after passing through the declining phase has generally 
moved sidewise for a few months after commencing the 
climb back to normal. 

“It will be recognized also that the coming months 
are not months in which decisive upward movements are 
likely to be initiated. During the winter, building construc- 
tion and outdoor work are naturally slowed down and traf- 
fic and trade over large sections of the country are ham- 
pered by the weather. Hence, with large numbers of work- 
ers already out of jobs, unemployment seems likely to get 
worse before it gets better, both by reason of the slack sea- 
son and the tendency for industry everywhere to reduce 
costs through greater use of labor saving devices and meth- 
ods. Such conditions, while calling for whole-hearted sup- 
port of unemployment relief measures, should not lead to a 
distorted view of the business situation. If the falling off 
in activity proves to be no greater than the usual for the 
winter season, business can be counted as having made a 
gain.” 

As the old year recedes and a new twelve-month of op- 
portunity unfolds it is an ideal time for every dealer to turn 
his. back on the. past and face forward with renewed cour- 
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age and energy, working harder with each succeeding day 
to make his business better. Then, as the tide of business 
rises, as it inevitably must, he will ride with it to new heights 
of success and prosperity. 


DR. JEKYLL AND Denial of a rehearing in the western 
MR. HYDE grain case by the interstate commerce 

commission is a further demonstration 
of the inconsistency that exists between government agencies 
in endeavoring to help the farmer out of his sorry plight. 
The feed man and the railroads petitioned for permission to 
present evidence to show that the rate changes prescribed in 
the decision made by commission will reflect in higher prices 
on scientifically balanced mixed feeds and will make their 
purchase practically prohibitive to the farmer. But the re- 
ply to their request was “the farmer be hanged”. The com- 
mission would not listen. 


It is difficult to understand why the government, with 
one hand pats the farmer on the back and applies poultices 
to revive him, while with the other it deals him a healthy 
sock in the jaw. 


Feeds are the basic essentials for agriculiural produc- 
tion. They are the commodities which enable the farmer to 
obtain milk from his herd and eggs from his poultry. His 
chief source of income is directly dependent upon them. Still 
the commission insists on putting the revised rates into effect 
which will necessitate that the consumer pay higher prices 
for his feeds thus paring down his already scant margin of 
profit. 


Railroads are considering a movement to appeal for a 
rehearing through the courts since the formal petition to the 
commission has been denied. The feed industry is awaiting 
their decision before taking any further action. But what- 
ever the railroads decide, feed men should employ every pos- 
sible means to prevent the revised shipping rates from going 
into effect. In protecting the interests of agriculture and its 
own welfare, the feed industry has a just cause and should 
not hesitate to further it to the utmost. 


BUSINESS RECORDS How many feed dealers make out 
ARE VALUABLE a profit and loss statement at the 

close of each year, itemizing the 
statement so that it will tell whether or not it has been a 
paying proposition to merchandise each one of the major 
commodities handled? This is a question which Joe Hue- 
nink, feed dealer at Baldwin, Wis., asks in an article pub- 
lished in this issue of The Feed Bag. 

Every dealer handles certain items that he cannot carry 
at a profit. An itemized profit and loss statement will point 
out these items to him and enable him to make a decision 
as to whether he can change his ways to make a profit on 
these items or whether he should discontinue them. 

The business records kept by the average feed dealer 
are discouragingly inadequate. There are some dealers who 
do have efficient business systems but we believe it would 
pay the majority to hire a public accountant to audit their 
books and establish new complete but simple business record 
systems for them. 


In a few days, we will be starting a new calendar year 
and, for most of us, a new business year. We suggest, 
therefore, that every feed dealer who reads this editorial take 
some time during these remaining days to check his business 
record system and decide whether or not it is really giving 
him all the information about his business which he can use. 
It will be time well invested. : 
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Thousands of Feeders are learning how to use 


Cottonseed Meal 


in their feed mixtures 


Through our advertising, we have told thousands of cattlemen and dairy 
farmers the facts about COTTONSEED MEAL as an economical and 
efficient source of protein. Requests for our book, “1931 Feeding 
PRACTICE al — Practices,” have come from livestock men everywhere. 


= 


Feeders have tested CoTTONSEED MEAL in the feed lot, and have seen 
the results of using this concentrated protein. Increased production plus 
lower unit cost have convinced them that CorroNsEED MEat and feeds 


containing COTTONSEED MEat will bring profits to the feeder who 
uses them. 


Manufacturers who use COTTONSEED MEat in their feeds are catering 


to an ever-growing army of wide-awake feeders who know the results 
this quality protein gives. 


National Cottonseed Products Association 
1408 Santa Fe Building, Dallas, Texas Central Union Bank Building, Columbia, S. C. 


| Cash in om..e- 
DRIED MOLASSES BEET PULP! 


Dried Molasses Beet Pulp is the most won- highly digestible in itself and that it aids the 
derful supplemental feed known for promot- digestion of feeds used with it. 

ing and maintaining health of animals—for 
increasing milk production in dairy cows — 

and producing rapid, profitable gains in ror pportunityg 

beef cattle and sheep. Dried Molasses Beet Pulp means quick 


turnover and quick profits to you! The de- 
It supplements hay, replaces silage, corn mand for this remarkable supplemental feed 
and other carbohydrate feeds. 6 pounds has never been satisfied—-the demand is al- 
of Dried Molasses Beet Pulp will do the ways growing! Dried Molasses Beet Pulp 
work of 10 pounds of hay—and do it bet- does not spoil—keeps indefinitely — is 
ter! Dairymen, stockmen and sheep raisers not bothered by rats, weevils or any kind 
have learned the value of this light, bulky, of vermin. Write today for complete informa- 
cooling laxative feed. They’ve found it tion——it means added profits in your pocket! 


THE LARROWE MILLING COMPANY 


DETROIT, MICHIGAN - - = LOS ANGELES, CALIFORNIA 
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~Here’s How and Why 
Advertising 
Pays Retail Feed 
Merchants 


By LeRoy L. LaBudde 


USTOMERS! Customers! Cus. 

tomers! How shall we find 

them, tell them, sell them and 
hold them. That is what progressive 
feed dealers are constantly thinking. 

If you were to make a careful sur- 
vey of your books they would reveal 
to you two outstanding facts about cus- 
tomers. They would first show you, 
that with reasonable attention, good 
merchandise and fair prices you can 
hold a customer for about five years. 
They would show you, second, that 
you actually lose about 20 per cent of 
your customers every year. 

Buying Group Changes 

The buying population of your terri- 
tory changes approximately every five 
years. Some die, some move away, 
others come in and there is that ever 
rising generation that constantly influ- 
ences sales. You may have lived in your 
community for 25 years, think that you 
know everybody and everybody knows 
you, but if you make an actual farm 
survey within a radius of three miles 
from your place of business, you would 
be amazed at how few people you knew 
and how few people knew you. 

If you don’t believe that people forget 
names just try to name, off hand, the 
Democratic candidate who opposed Cal- 
vin Coolidge when he ran for president. 
Few, if any of us will remember, and 
yet this name was on the tip of every 
tongue, in the headlines of newspapers 
in every part of the country for months 
before the election. People do forget 
names and they will forget you unless 
you remind them of it. 

How Business Is Lost 

Practically every retail feed dealer as 
well as every dealer in kindred lines 
actually loses 20 per cent of his cus- 
tomers each year. Now, these custom- 
ers may not be lost permanently, but 


you fail to sell them all of their re- 


quirements in spite of the fact that you 
carry the very merchandise which the 
customer buys elsewhere. 

Why do you lose this 20 per cent? 
One-eighth are lost because of com- 
plaints or objections, most of which 
have never been voiced, and conse- 
quently which you have not had the 
opportunity to adjust. Seven-eighths of 
the 20 per cent are lost for no good 
reason at all. They are the drifters, 
who for some reason or other, buy here 
today and there tomorrow, probably be- 
cause they have not been properly con- 
tacted or served. 


What do these drifters mean to you? 
If you make an average of 40 sales a 
day your total will be 960 a month. 
Losing 20 per cent of this amount 
means that you are letting 192 poten- 
tial sales slip through your fingers. If 
you were to take your gross sales for 
the year and divide them by the num- 
ber of sales slips you would probably 
discover that your average feed sale is 
about $5.00. Using this basis, the loss 
of 192 sales a month would amount to 
$950 or $11,000 annually. The profit on 
$11,000 worth of retail sales is frequent- 
ly the line of demarkation between pro- 
fit and loss on your yearly business. 

Advertising Is Remedy 

Now if the buyer population changes 
every five years and if practically every 
dealer loses 20 per cent of his actual 
sales every year, what can be done 
about it? Fortunately there is a rem- 
edy. It is advertising. 

In our opinicn, the most efficient and 
economical method of advertising is di- 
rect mail. A mimeograph machine can 
be used effectively for this purpose. 

The first essential of an effective ad- 
vertising campaign is a good mailing 
list of actual and prospective custom- 
ers in your trading area. Go to every 
town within a radius of eight or ten 
miles. Learn from the postmaster the 
number of rural routes and the num- 
ber of mail boxes on each route. Then 
prepare a large advertising broadside. 
Illustrate it with photographs and illus- 
trations of your products, if possible. 
Your printer or an editorial service firm 
will assist you in preparing the broad- 
side. Advertise all that you have to 
offer to the farm trade and list the 
prices. Then mail the broadside to 
every box number on the rural routes. 

Don’t Cut Prices 

You may object to advertising your 
complete price list because you fear 
that your competitor will cut under you. 
Let him. Sooner or later he will come 
to grief. Publishing a price list does 
not mean that you must cut prices. 
Get over that idea. Your margins are 
now narrow enough. You are offering 
a real, worthwhile service, and you 
should be proud of it. So broadcast 
your prices but do not cut them. 

After the broadside is mailed out and 
customers are attracted to the store, 
and make purchases, their names and 
addresses should be written on the sales 
slip for future record. From the sales 
slip information can be transferred to 
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Mr. LaBudde, who directs the advertisin 
for the Square Deal Feed stores, delivere 
the address published herewith at the recent 


meeting of the Eau Claire, 
Dealers club. 


cards which should also bear the 
amount and date of purchase. Arrange 
the cards alphabetically in a file and 
look them over every two weeks. Keep 
in close contact with your customers 
and watch their purchases. If they 
have a tendency to drift away, make a 
personal call or telephone them to find 
out the reason. Every customer likes 
to be missed; he likes attention. Your 
index cards will tell you what is what. 
Follow Up Broadside 

You may argue that the upkeep of 
this card system takes an office force. 
But it does not. If you have an aver- 
age of 40 sales slips a day you can 
easily index them in 15 minutes. It is 
just a matter of taking the time and it 
will keep you in closer touch with your 
customers than you have ever been be- 
fore. 

Now just because you ‘have sent out 
a broadside, do not expect everyone to 
grab his hat and dash to your store 
and demand the products you adver- 
tised. One circular or reminder doesn’t 
always accomplish the results. The in- 
itial mailing should be followed up with 
other advertising such as circulars and 
cards. Manufacturers from whom you 
buy your feeds frequently send you 
pamphlets and advertising literature. 
Send this to your feeders and tie it. in 
with your mail campaign. It doesn’t 
cost you anything and it gets results. 
In addition to mailing these advertis- 
ing pieces hand them out to customers 
who call at your store or put them 
into their automobiles or wagons. 

Giving premiums with merchandise is 
a good idea, only when it is used ju- 
diciously. We have tried many kinds 
in many different ways and in our ex- 
perience find that luxuries attract more 
trade than practical things. 

You Must Advertise 

There is no Santa Claus. If you wish 
to increase your sales or even hold 
them at normal levels, especially in this 

(Continued on Page Forty-seven) 
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is shown on the 


LABEL” 


That's the best proot of quality 
a mixed feed can have 


You gain the farmer’s confidence at once when you 
show him that the mixed feeds you sell contain 
Linseed Meal. 


It’s the old reliable protein supplement that he 
has used for years. He naturally thinks of it when 
you mention balanced rations. And he expects to 
find it in the ready-mixed feeds you sell. Show him 
that it is listed on the label. 


Write for the Linseed Meal Chart of Balanced Ra- 
tions and tack it up in your store. You will find it 
valuable in giving farmers information on feeding 
problems. Or you can use it as a guide for batch- 
mixing. Write for a free copy of this up-to-date chart. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
Dept. 912 Fine Arts Bldg., Milwaukee, Wis. : 


The Universal 
Protein Feed 


REG. U.S. PAT, OFF. 
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Quality | 


The finest quality pro- 
ducts at the lowest 
price—that is the tribute 
paid us daily by satisfied 
users of 


‘RED 3° Brand: 


Rolled Oats 
Steelcut Oatmeal 
| Whole Oat Groats 
Ground Oat Groats 
Feeding Oatmeal 
Hygrade Oatfeed (11% Protein) 
Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
White Hominy Feed (7% Fat) 


Wire us for Quotations 


Three Minute Cereals Co. 


Dept. 13 Cedar Rapids, Iowa 
E. S. Woodworth & Co. 
MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain We offer: 
Oats, Corn, Rye, Barley 
and Chicken Wheat 


eee WIRE OR PHONE 
ATLANTIC 4593 for PRICES 


Try Us. You will like our service. 
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Visits 15 Feeders 


Every 


Week 


Increases Volume 
18 Carloads 


By Emil J. Blacky 


OLLOWING a definite schedule 
of calling upon 15 feeders every 
week, A. C. Thiel, A. C. Thiel 
Co., Slinger, Wis., has increased his 
feed sales 18 carloads during the past 
year and boosted his gross income on 
an average of more than $1,000 a 
month. This outstanding gain was rea- 
lized despite the business depression 
which has made great inroads into the 
volume of less courageous dealers. 
Stock market crash to the contrary, 
Mr. Thiel had faith that business still 
existed in his community and he de- 
cided to go out and get it. He held 
a conference with his employees. To- 
gether they analyzed the trade terri- 
tory and listed every known farmer in 
it. Names were divided into groups of 
“15 and scheduled for definite weeks. It 
did not matter whether George Smith 
or Henry Brown were already users 
of the A. C. Thiel Co. feeds, whether 
they were feeders of only home-grown 
grains or loyal customers of a competi- 
tive brand. All were included on the 
call list. 
How Calls Succeeded 
About one year ago, the plan was 
set in motion. Fifteen calls have been 
made regularly each week ever since 
by Mr. Thiel or a representative. If 
the farmer visited is already a user of 
the company’s products he is greeted 
as an old friend. If he complains of 
experiencing trouble with his dairy herd 
or flock, everything possible is done to 
assist him out of the difficulty. His 
milk and egg records are checked and 
suggestions for further increasing his 
profits are made. When Mr. Thiel or 
his representative leaves, the farmer 
goes about his chores feeling that the 


again. 


man from whom he purchases his feeds 
has a more sincere purpose than mere- 
ly collecting his money. The visit and 
subsequent calls cement firmer rela- 
tions between buyer and seller. 


If the farmer called upon is a feeder 
of home-grown grains and is skeptical 
about commercial feeds because of their 
supposedly high costs, he is engaged 
in a friendly conversation. Finally, he 
is asked to name the amounts of each 
ingredient which he feeds and the total 
number of pounds of milk which he 
obtains. Then Mr. Thiel reaches into 
his pocket for a pencil and pad which 
he always keeps handy. He sits down 
at the farmer’s elbow and, in a few 
minutes, produces an array of cold fig- 
ures showing the farmer exactly how 
much it is costing him to produce each 
pound of milk. 


Commercial Feeds Profitable 
“Now,” Mr. Thiel says with convic- 
tion, “I’ll show you how you can pro- 
duce milk for less money and have 
more profit left for yourself.” 


His pencil and pad come into action 
He works out a ration recom- 
mending one of his brands of commer- 
cial mixtures to be used with the far- 
mer’s home-grown grains as a base. 
Nine times out of ten, the dairyman 
places an order and becomes a regular 
and grateful customer. If the farmer 
still persists in following his old meth- 
od of feeding, Mr. Thiel will make him 
a special offer. He will agree to sup- 
ply the feed for three months and, if 
it does not produce greater profits 
than the farmer formerly made, no pay- 
ment is expected. This arrangement is 
the last resort but Mr. Thiel, to date, 
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A. C. Thiel, at the extreme left inthe up- 
per picture, takes a few minutes of his busy 
time to pose with his employees and several 
customers. At the upper right is his bust- 
ling establishment and below Mr. Thiel is 
shown with his two boys. 


has never been compelled to supply the 
feed free. 

Feeders of other brands are handled 
with diplomacy. Their costs are 
checked and if Mr. Thiel felt that his 
product would return greater profits to 
the farmer’ he advocates a change. Nu- 
merous feeders are converted as the 
result. 

The 15-call plan was religiously fol- 
lowed every week. When Mr. Thiel 
balanced his books after the first month 
it was in operation, the figures showed 
that his sales volume had increased 74 
tons over the preceding year for the 
same period. Every succeeding month 
showed further gains. At the close of 
this year, Mr. Thiel’s additional gross 
income obtained as a direct result of 
the plan will be in excess of $12,000, 
and he will have sold a total of 100 
carloads of feed, 18 more than last 
year. 

Mr. Thiel has several additional mer- 
chandising plans which has helped to 
increase his business. When farmers 
call at his mill, particularly during the 
fall and winter months, they are always 
asked how many baby chicks they in- 
tend to purchase or raise the following 

(Continued on Page Forty-one) 
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SEED BARLEY 


Dealers: You can help your farmer-customers 
make more money by urging them to plant 


Pure Malting Quality Barley 


Malting Barley brings 10 to 20 cents more per 
bushel when marketed than feeding barley. But 
it must be pure Manchurian type barley grown 
from seed originating in the middle western states. 
It pays to spend a few cents more for seed in order 
to inerease your profit 10 to 20 cents per bushel 
when you sell the crop. 


Froedtert $AAA Brand Seed Barley 


Pure, with a high germination test and free from 
any mixture, this seed barley will assure top mar- 
ket prices when the crop is harvested. Its quali- 
ties have been passed on by leading maltsters 
throughout the country. 


Send for Samples and Prices 


We will be glad to quote price, send sample and 
furnish a supply of our booklets “How to Obtain 
More Money for Your Barley” for free distribu- 
tion to your trade. Booking now for future deli- 
very at planting time. Write. wire or telephone 
our Milwaukee office. 


Froeprert Graw « Marre Co. 
Maltsters. Grain and Feed Shippers 


Mitchell 5410 Atlantic 1541 
MILWAUKEE MINNEAPOLIS 
Operating elevators at Milwaukee, Minneapolis, Red Wing, Winona and Savanna. 
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Ask Dealers Help 
To Increase © 


Supply of Malting 
Barley 


URTIS R. FROEDTERT, presi- 

dent of the Froedtert Grain & 

Malting Co., Milwaukee, has 
started a campaign to improve the 
quantity of quality barley shipped to 
the terminal markets throughout the 
middle western states. 

The Froedtert Grain & Malting Co. 
is the world’s largest} commercial malt- 
ster and operates plants, elevators and 
warehouses in Milwaukee, Minneapolis, 
Winona, Red Wing and Savanna. The 
company has experienced difficulty in 
buying sufficient quantities of pure 
malting barley and its campaign to in- 
crease and improve the supply includes 
educational work and the sale of pure 
malting barley seed. 

Larger Returns Possible 

In a booklet discussing the barley 
problem, Mr. Froedtert points out that 
many farmers and country elevator op- 
erators could have obtained from 10 
to 20 cents per bushel more for their 
barley this year if they had been able 
to offer pure Manchurian type malting 
barley of exclusive middle western 
states origin rather than barley mix- 
tures suitable only for feed. The follow- 
ing discussion of barley is reprinted 
from Mr. Froedtert’s booklet: 

“It is commonly believed that the 
first barley planted in this country was 
brought here by German settlers. With 
this selection were various types, among 
them the Scotch and Manchurian type 
of the six-rowed variety, so called on 
account of the arrangement of the rows 
of grain around the stem, and since then 
we have the two-rowed and four-rowed 
types. 

“As our country developed and new 
uses were found for barley requiring 
the malting of some, the bureau of 
chemistry of the United States depart- 
ment of agriculture made a systematic 
study of American barleys, with a view 
of their improvement, especially so as 
to their cultivation and perhaps more 
so as to their adaptability for malting 
purposes, coming to the conclusion 
that barleys of the Middle West, of the 
Manchurian type, now raised princi- 


pally in the middle western states, 
such as Wisconsin, Ohio, Michigan, 
Iowa, Minnesota, Illinois and South 


Dakota, are best suited for the prepara- 
tion of malt, and due to different char- 
acteristics of the soil of the above 
states, barley grown in the extreme 
western states, such as Montana, Ne- 
braska, Kansas, Oregon or California, 
are not desirable for malting, especially 
not when the seed of the above men- 
tioned western states finds its way to 


the so-called middle western states. 

“Then what is the result? If the 
farmer, in the middle western states 
buys his seed from some seed: dealer 
whose seed consists of a mixture of 
sometimes practically all types of bar- 
ley or whose seed contains some bar- 
ley originally grown in the western 
states, he will wonder why his barley, 
when shipped to market, does not bring 
top malting barley prices, but will be 
classified by the maltsters as feed bar- 
ley, although the barley may be excep- 
tionally bright in color and sound oth- 
erwise, but as feed barley, brings 10 to 
20 cents per bushel less than it would 
bring had the criginal seed been a true 
type, originally grown in any of the 
above middle western states. 

“The answer is that barley having its 
origin in the middle western states is, 
first of all, a more mellow barley, re- 
sulting in a more uniform germination 
in malting and consequently freer from 
albumin content. It is the high albu- 
min content that the maltster must 
guard against, when buying barley, as 
excessive albumin in barley is very 
detrimental in the production of a high 
grade of malt. This being true, it is 
only natural to expect the maltster to 
disregard entirely a barley for his pur- 
pose that contains a mixture of unde- 
sirable types as mentioned above, so 
that although from appearance this 
mixture may be all right, nevertheless, 
it is sold as feed barley, at a big dis- 
count under what it would have 
brought if adaptable for malting pur- 
poses. 

Suggestions for Improvement 

“Last season, a rather new type of 
barley appeared, mixed with either Wis- 
consin, Illinois, South Dakota, Minne- 
sota or Iowa seed. A type known as 
Trebi barley and if some of you have 
shipped barley to market with this mix- 
ture you were heavily discounted in 
price. Now then, what is.the remedy 
best applicable to the trade and also 
to meet the requirements of the farmer, 
the dealer and the maltster. 

“First of all, when you purchase 
seed barley, insist that same is barley 
that had its origin in the middle west- 
ern states. Refuse all other types for 
seed purposes, no matter how small the 
mixture. Rather pay a few cents per 
bushel more for good seed barley. of 
the proper type than to buy a mixed 
type and then be compelled to take a 
10 to 20 cents per bushel discount in 
the market. Good malting barley 
brings you at all times the best price 
as the chart below shows. It costs you 
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Kurtis R. Froedtert 


no more labor or other expense to ob- 
tain the highest price. If the seed you 
have on hand contains a mixture, feed 
it to your cattle and buy new seed as 
mentioned above. 
Malting Barley Prices 

“Different grades of malting type 
barley with and without mixture and 
approximate difference in price. No. 1 
without mixture: 

Wisconsin.....47 lb—68c per bu. 


TOW 47 |lb—67c per bu. 
Minnesota.....47 lb—67c per bu. 
47 |lb.—68c per bu. 


So. Dakota....47 lb.—66c per bu. 

“The same barley as above, when 
containing a mixture of 10 per cent of 
barley which seed originally came from 
western states, will be discounted 5 to 
15 cents per bushel by the maltster. 
The greater the percentage of mixture, 
the greater the discount.” 

The booklet is entitled “How to Ob- 
tain More Money for Your Barley” and 
dealers may obtain copies for distribu- 
tion to their customers by writing to 
the Froedtert Grain & Malting Co., P. 
O. Box 12, Milwaukee, Wis. 


ALEX NEHRING, of Nye, Wis., 
has completed a feed mill installation 
in the Longton warehouse at Wan- 
deroos, Wis. 


TWIN CITY FEEDING CO., New 
Brighton, Minn., reports that its eleva- 
tor which was recently destroyed by 
fire with an estimated loss of $25,000, 
will be rebuilt next spring. 


EXCHANGE ALMOST READY 

A. L. Flanagan, president of the Mil- 
waukee Chamber of Commerce, announ- 
ces that the details for the new stock 
exchange to be operated in’ connection 
with the chamber, are now almost com- 
pleted, and that many large Wisconsin 
firms have signified their intention of 
listing their stocks on the new ex- 
change. Considerable interest has been 
shown in memberships in the chamber, 
Mr. Flanagan reports. 
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wishes you 


Feed Merchants 
Roy I. Campbell Badger Grains and Feed Co. 
Fraser-Smith Co., Ltd. 
Johnstone-Templeton Co. 
La Budde Feed & Grain Co. 
J. V. Lauer & Co. 


Com. Co. 


Deutsch & Sickert Co. 
Franke Grain Co. 
Froedtert Grain & Malting Co. 


Feed Manufacturers 
Hales Milling Co. 


Shippers Chas. A. Krause Milling Co. 


W. M. Bell Co. 
Cargill Grain Co. Grain Futures 
Donahue-Stratton Co. B. J. Aston, Inc. 

P. C. Kamm Co. E. J. Koppelkam Co. 
The Riebs Co. F. J. Phelan Co. 


MILWAUKEE CHAMBER OF COMMERCE 


Ronee IN 1858 THE MARKET OF PERSONAL snail 
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7 Merry Christmas 
fiagpy New Year 


Successful Feed Business Managed 
By New York Woman 


Takes Husband’s Place After His Death and Makes Good 
Employs Modern Merchandising Plans, Operates 2 Stores 


WOMAN in the feed business! 

It created a big laugh in Glov- 

ersville, N. Y., when Mrs. 
Charles J. Dailey announced she was 
going to operate the feed mill which 
was left without a manager by the sud- 
den death of her husband. z 

That was less than two years ago. 
Now, Mrs. Dailey has bought another 
mill at Johnstown and is active man- 
ager of both plants. The scoffers have 
been convinced that a woman can suc- 
ceed even in the feed business. 

Started Selling Flour 

It was 12 years ago that Mrs. Dailey, 
then Miss Beatrice De Francis Topp, 
entered the feed business by accident. 
Her mother bought some flour from a 
local mill and made some biscuits. At 
supper that night every member of the 
Topp family said they were the best 
biscuits they had ever eaten. Right 
then, Miss Beatrice caught a brilliant 
idea. 

Next morning she took one of the 
biscuits up to the local miller to show 
what his flour would do and he hired 
her on the spot to canvass the house- 
wives and sell his flour. The sales 
campaign was successful and won for 
the energetic young lady a place in the 
office of the Abrams mill. 

A few years later, Charles Dailey 
bought the mill. Flour making was 
no longer profitable so the flour mills 
gave way to feed grinders. Miss Topp 
became bookkeeper and, because of her 
experience, was of great assistance to 
the new owner, who was a novice at 
the business. 

Partnership Through Marriage 

It was inevitable that Mr. Dailey 
would take his capable assistant into 
partnership. ‘They were married. Dur- 
ing the succeeding years Mrs. Dailey 
devoted only a little time to the busi- 
ness. Then, nearly two years ago, 
death claimed her husband, and she 
stepped into the breach as manager. 

Both mills are equipped for grinding 
the farmers’ grist which has’ been 
brought in larger quantities this sea- 
son than for many years. 

“T look upon the grinding as an ad- 
vertisement,” said Mrs. Dailey. “If it 
cost me money, I would still do grind- 
ing. It brings customers who would 
buy elsewhere if furnished the same 
servicing. But we charge enough to 
cover the actual cost and furnish our 
regular profit. Our rate is 20 cents per 
100 pounds. If a prospective customer 
can be brought to the store we feel 
sure that we will eventually be able to 
secure his business.” 


By W. A. Stannard 


Gloversville is off the main rail routes 
and a high freight rate is charged on 
feed. To avoid that heavy penalty, 
Mrs. Dailey has her feed trucked from 
the nearest junction about seven miles 
She has found that nearly 50 


away. 


Mrs. Charles Dailey who successfully man- 
ages two feed stores is shown with two of 
her employees in the upper picture. Below 
is one of her busy stores. 


per cent of her deliveries can be mdde 
direct from the car, thus saving ware- 
housing costs. The saving effected has 
more than overcome the cost of truck- 
ing the feed and has resulted in a sub- 
stantial reduction in overhead costs. 
Finds Advertising Profitable 

Advertising pays big profits, accord- 
ing to Mrs. Dailey. George C. Hill, 
manager of her Johnstown mill, hails 
from the West where grain waves in 
everybody’s backyard. He spends most 
of his time out among the farmers help- 
ing them with their problems and build- 
ing good will. Mrs. Dailey does not 
mix any feeds but confines her sales 
to advertised brands. The manufactur- 
ers are a great help in advertising her 
business, she asserts. 

A few weeks ago, through the co- 
operation of a manufacturer, an enter- 
tainment was staged for the farmers. 
Among them was one who was having 
difficulties with his poultry. A poultry 
expert who spoke at the meeting was 
able to diagnose the trouble and save 
the flock. That farmer has become a 
booster for Mrs. Dailey and for her 
service. 

“TI believe one of the greatest oppor- 
tunities for a feed merchant is to as- 
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sist his customers in just such ways 
as that,” said Mrs. Dailey. “I consider 
such service our best method of adver- 
tising.” 

Plans Mimeograph Bulletins 

With a new mimeograph installed, 
Mrs. Dailey is preparing to send regu- 
lar news bulletins to her customers and 
prospects. She also intends to spend 
much of her time in the field calling 
on the farmers. 

The first sign to greet a customer 
as he enters the mill is “This Is a Cash 
Store”. The business is not entirely 
on a cash basis but every effort is be- 
ing made to get away from charge ac- 
counts. Mrs. Dailey believes that even- 
tually cash will be the absolute rule, 
and is figuring her costs carefully so 
that she may make concessions to 
those who pay cash. 

“IT think that the trend in our busi- 
ness is to work on smaller margins, 
with a view to more rapid turnover,” 
she explained. “While it is difficult 
to change an established practice, I be- 
lieve it will not be long before farmers 
will find the benefits of the cash plan 
and will make charge accounts unneces- 
sary.” 

Operates Three Trucks 

Three trucks are kept busy hauling 
feed from the cars to the mills or de- 
livering to customers. An accurate tab- 
ulation of delivery costs is maintained 
and the owner is working out a schedule 
of charges that will be added when de- 
liveries are required. The three price 
system is being considered. First, a 
cash price at the car door or at the 
mill, an added cost if credit is extend- 
ed and a still higher cost on deliveries. 

Mrs. Dailey spends several hours 
each day at each mill, thus keeping in 
touch with all of her customers. She 
seems to like the business and her cus- 
tomers like her and her business meth- 
ods. So, at least one woman has made 
a success in the retail feed business. 


THE BLYTH MILL, owned and op- 
erated by Peter Balsar, Walworth, N. 
Y., was recently burned to the ground 
with a loss of about $25,000. The mill 
had been in operation for half a cen- 
tury. 


CLARENCE G. CLARK & SON 
feed mill, Westtown, N. Y., was des- 
troyed by fire, November 20, with an 
estimated loss of $100,000. 


R. E. JONES & CO. purchased the 
Hunting Elevator & Feed Co., at Zum- 
bro Falls, Minn. 
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Doughboy 
ob % 
Dairy Ration 


Help your feeders get the most 
for their money by suggesting the 
use of Doughboy 35% Dairy Ration 
with home grown grains. Dough- 
boy 35% Dairy Ration contains 
four high protein feeds besides wheat 
bran, gluten feed, molasses and a 
complete mineral feed. It contains 
no screenings or other filler and is 
properly balanced to assure econom- 
ical milk production. Write for 
copy of our circular with suggested 
formula for mixing home grown 
grains and Doughboy 35% Dairy 
Ration. 


The New Richmond Roller Mills 
Co. manufactures a complete line of 
Doughboy dairy, cattle, poultry and 
hog feeds. 


“Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 
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Brorrers 
BONE MEAL 


STERILIZED NS Which absorbs the 
most ink—a piece of 
POULTRY FEED paper or a blotter? 


So with bone meals. A 
hen’s digestive system 
absorbs, or assimilates, 
organically derived 
Calcium Phosphate bet- 
ter than inorganically 
derived because it is in 
the natural balanced 
form just as absorbed by 
the hen for producing 
eggshell and bone. That’s 
the kind of bone meal 
youwant for your 
poultry! 


DIGESTA-BONE 


with over 72% 
of organically derived Calcium Phosphate in a 
form highly available to the digestive system is the 
finest bone meal you can buy—pays more in eggs, 
healthy flocks and profits. Sterilized at 400°F.! 
Odorless! Pure! Ask your dealer. 


MANUFACTURED BY 


PACIFIC BONE COAL 
& FERTILIZING CO. 


1100 Financial Center Building San Francisco 


Gruendler Molasses Process 


Gruendler can now furnish you witha complete COLD 
MOLASSES FEED PLANT on terms that your in- 
creased profits will carry. 


Cattle, hogs, sheep, horses and poultry will eat al- 
most anything that has molasses on it and they will 
do better. It has been proven that 95% of show 
stock have been fed with some kind of Molasses Feed. 


You will serve your community and your customers 
better if you make your own sweet feeds using 
locally grown grains and hay and your product will 
be fresh. 


A sweet feed plant is not expensive and now, with the 
terms Gruendler can give you, you cannot afford to 
wait any longer. Write for our latest literature and 
details. We furnish everything. 


Gruendler Crusher & Pulverizer Co. 
2915-17 N. Market St. St. Louis, Mo. 
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Nutrena Buys 
Minneapolis 
Mill to Serve 
Northwest 


of the business of 


the Nutrena Feed Mills, Inc., 

Kansas City, into the northwes- 
tern states was announced recently by 
Van Roy Miller, president of the com- 
pany. Mr. Miller announced the pur- 
chase of the Nutrena company of the 
Schreiber mill at Minneapolis and the 
entry of the Kansas City company into 
active competition for the commercial 
feed business of Minnesota, North and 
South Dakota, Wisconsin, northern IIli- 
nois and Michigan. 

The Schreiber Milling & Grain Co., 
of Minneapolis, is a separate corpora- 
tion from the one at St. Joseph, Mo., al- 
though A. B. Schreiber is president and 
principal owner of both companies. Sale 
of the Minneapolis mill in no way af- 
fects the St. Joseph mill or other 
Schreiber properties. 


George S. Steward, well-known for 19 
years in the feed trade of the North- 
west, will have charge of the Minne- 
apolis unit of the Nutrena Feed Mills. 
The acquisition of the Minneapolis mill 
places the Nutrena company in a posi- 
tion to add a considerable sales area 
which they have been unable to serve 
in the past due to freight rates. Nutrena 
already has a wide distribution in Kan- 
sas, Missouri, Oklahoma, Iowa, Nebras- 
ka, Illinois, South Dakota and south- 
ern Minnesota. The Minneapolis mill 
will add a capacity of approximately 200 
tons of commercial feeds a day to the 
Nutrena output and will open new sales 
territory for the firm in the states 
named in the first paragraph of this 
article. 

The Nutrena Feed Mills was one of 
the first companies in America to put 
out poultry mash feeds in pellet form 
and it has been actively engaged this 
season in establishing this new ration- 
ized egg producing feed which contains 
a completely balanced ration in every 
pellet. Poultry authorities, who have 
experimented with this new feed, hail 
it as a revolutionary change in feeding 
for high egg production. Chickens, by 
nature and by geyerations of habit, are 
accustomed to a hard granular diet and 
are said to find the granular pellets 
mere palatable with the result that they 
consume egg making materials in more 
accurate proportion than when fed egg 
mash and scratch grains. 

In the last few years Kansas City has 
been expanding gradually into a posi- 
tion of prominence in the commercial 
feed industry. The introduction of the 
rationized egg pellet has been another 
step in that advancement. Since Nu- 
trena’s introduction in 1929 of this new 
form of pellet feed, a number of other 
large feed manufacturers have added 
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Towering into the air is the Schreiber 
mill, Minneapolis, which is now owned by 
the Nutrena Feed Mills, Inc. as the result of 
arecent purchase. At the left is Nutrena’s 
home plant, Kansas City, Mo., and at the 
lower left is Van Roy Miller, president of 
the firm. 


pellet machinery and are now obtaining’ 
additional business with this new line 
which is reported to be winning increas- 
ing favor with the poultry raisers. 

In addition to poultry pellets, Nu- 
trena manufactures cubes for feeding 
cattle and hogs, and also a full line of 
feed for dairy cattle, poultry, horses, 
rabbits, dogs, and all other classes of 
domesticated animals. 


E. W. MILLER, for 43 years asso- 
ciated with the feed and grain business 
at Guthrie Center, Ia., recently sold his 
business to the Farmers Elevator Co. 


ROCHESTER FUEL & FEED CO. 
is remodeling its elevator at Rochester, 
Minn., and will install a feed mill. 


E. N. SNOW, Sleepy Eye, Minn., is 
enlarging his poultry raising plant and 
will start to manufacture a line of steam 
incubators within a few weeks. Snow 
hatcheries are well-known in the state 
but the manufacturing venture is new 
to the company. 


SOUTHERN MINNESOTA MILLS 
The Southern Minnesota Mills held 
an election recently and reelected the 
old officers. George Palmer, Hubbard 
Milling Co., Mankato, is president; W. 
B. Webb, Wabasha Roller Mills Co., 
vice president; H. L. Beecher, Eagle 
Roller Mill Co., treasurer and H. F. 
Smith of Minneapolis, secretary. W. S. 
Weiss, La Grange Mills; William 
Fulton, King Midas Mill Co.; W. H. 
Bovey, Jr., Cannon Valley Milling 
Co., and Martin Luther, Commander 
Milling Co., were elected directors. 
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ANNOUNCING 


A COMPLETE ANTI:FRICTION DRIVE 


AS STANDARD EQUIPME 


HAINES FEED MI 


PATENTED + 


CONSTRUCTION INCLUDES 


Cut spiral gears of nickel- 
chrome steel. 

Timken Roller Bearings. 

Alloy Steel drive shaft. 

Gears and bearings enclosed in 
dust tight case. 


The complete anti-friction 
drive, now furnished as 
standard equipment on 
Haines Feed Mixers rep- 
resents an_ additional fea- 
ture for increasing the 
efficiency of your mill. 
Smoother, and quieter op- 
eration is provided in 
addition to the many 
outstanding Haines ad- 
vantages for thorough, 
uniform, and rapid mix- 
ing of dry feeds, that 
have proven profitable in 
hundreds of successful in- 
stallations. 


Model No. 1—Capacity 40 bushels 
Model No. 3—Capacity 80 bushels 
Built with charging hop- 

—- above or below floor. 


uipped with pulley for 
tat drive or furnished 
complete with motor and 
speed reduction. 


DURABLE—EFFICIENT 
QUIET RUNNING 


The Mixer that Really Mixes 


WRITE FOR BULLETIN 22-F 


The GRAIN MACHINERY COMPANY 
MARION, OHIO 
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Tramp Iron Cause of Injuries, 
Fires in Many Mills 


EVERE injuries, fire losses, dam- 

aged property and equipment as 

the result of tramp iron entering 
grinding machinery were reported by 
many dealers during the past few 
months. 

An explosion at the Farmers Eleva- 
tor, Kent, Minn., knocked down An- 
drew Neppl, the mill operator,-and he 
was badly burned about the face, arms, 
chest and back before he could escape 
from the building. A farmer customer 
who was standing in the doorway wait- 
ing for his grain to be ground, was 
thrown from his feet, and suffered se- 
vere bruises and burns. Sparks from a 
piece of steel which entered the grinder 
are blamed for the explosion and fire. 

An attrition mill was blown to bits 
and the side of the building was 
wrecked in the plant of the Chesaning 
Milling Co., Chesaning, Mich., recently. 
One piece of grinder plate was hurled 
400 feet through the roof of a barn. 
Metal entering the mill was responsible 
for the explosion. 

The Red River Milling Co., Baker, 
Minn., reported two explosions within 
three days. The first resulted in injur- 
ies to the manager, and a fire which 
was extinguished followed. Horseshoe 
magnets were the only protection af- 
forded against tramp iron, the cause of 
the explosions. 

Elizabeth Mills, Elizabeth, Ill, were 
destroyed by fire during the noon hour. 
September 3. The owners attribute the 
blaze to a piece of tramp iron which 
was thrown from the grinder and alight- 
ed in oil soaked ground about 15 feet 
beyond the mill. 

Minor fire losses resulting from metal 
entering grinders were also reported by 
the Evart Milling Co., Evart, Mich., 
and Walcott Bros. mill, Fenton, Mich. 

The numerous reports of fires’ and 
explosions resulting from tramp iron 
demonstrate the need of electro mag- 
netic separators, which are acknowl- 
edged by the feed industry as the most 
adequate protection against these haz- 


Cash Plan Is Discussed 
At Beaver Dam 


The Beaver Dam District Dealers 
club met at the Hofel Rogers, Beaver 
Dam, Wis., Tuesday, November 18. 
Larry Hartzheim, Hartzheim Fuel & 
Feed Co., Beaver Dam, past president 
of the Central Retail Feed association, 
made arrangements for the meeting and 
led the discussion which followed an 
excellent duck dinner. 

“Cash Vs. Credit” was the main sub- 
ject in the informal discussion, and 
Walter Uebele, president of the Cen- 
tral Retail Feed association, told of the 
plans which several dealers in his dis- 
trict were formulating for going on a 
cash basis. Because of present business 
conditions; most of the Beaver Dam 
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These are the remains of a grinder follow- 
ing an explosion which resulted from tramp 
iron entering the mill at the plant of the 
Chesanin; Co., Chesaning, Mich. 
The building was badly damaged. 


ards. 

It is now practically compulsory for 
dealers who wish to take out insurance 
to install electro magnetic protection. 
The Mill Mutuals agency, Minneapolis, 
recently issued the statement that con- 
ditions have become so serious in losses 
resulting from tramp iron entering 
grinders that its companies were no 
longer willing to continue insurance 
on properties operating unprotected feed 
mills, unless the owners were willing to 
protect them. 


club dealers agreed that now was the 
logical time to go on a cash basis and 
several reported that they were plan- 
ning to make the change on January 1. 

Election of officers for the local club 
was tabled until the next meeting, to 
be held some time late in December, 
when a larger group of dealers is ex- 
pected to attend. Each dealer promised 
to call up his competitor and neighbor 
dealer to get him to come to the meet- 
ing so that the cash basis plan of doing 
business can then be more thoroughly 
discussed. 


RUDY OPSAL, Arcady Farms Mill- 
ing Co., Chicago, is making an extended 
business trip in the New England and 
Atlantic coast states and will return to 
Chicago shortly before Christmas: 


ON 


this Kind of Feed 
flectro Magnetic Separator 


Free From Dangerous tres 


Ty Type L Automatic Separa- 
tor has the only positive mag- 
netic operated and controlled safety 
gate. This gate opens the full width 
of the trough, operates at any angle, 
and positively will not clog or jam 
even from a bunch of iron wire. 
closed, the gate fits closely eliminating 
all possibility of leakage or spillage. 
Only Genuine Dings Magnetic Sepa- 
rators have this exclusive feature. 
Dings Separators for feed mills are 
outselling all other kinds. Be sure 
your separator is a Genuine Dings, 
made by the world’s largest manW 
facturer. Dings builds separators of 
every type for every purpose- 


Atrecent check-up shows that out of 
the first 200 separators sold in Wis- 


consin, 196 were Dings. 


DINGS 
MAGNETIC SEPARATOR CO. 
704 Smith Street 
MILWAUKEE - ~- WISCONSIN 
Established in 1899 


World’s largest manufacturers of magnetic 
separators 


DINGS MacNrnic SEPARATOR 


Another Dings Separa- 
tor at the Ripon Roller 2 
Mills, Ripon, Wis. 


304 Rice Bldg. she fee 
San Francisco? 
273 Seventh Street Name--" 
lew York City: 
Chicago: 


332 S. La Salle Street 
Branch Offices in Other 
Principal 


Cities 
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BAT. OFF 


A COMPLETE 
LINE of FEEDS 


NUTRENA ——; 


Egg Mash 
16% Dairy Ration 
All-Mash Egg Pellets 
Chick Mash 
Growing Mash 
Scratch Grains 
Chick Grains 
Cornless Chick Grains 
Developing Grains 
Pigeon Feed 
Station Fatner 
Shipping Fatner 
25% Pig Starter 
40% Hog Supplement 
40% Hog Nuggets 
Milk Substitute 

(for Calves) 
24% Dairy Feed 
32% Dairy Feed 
Granulated Cattle Fattener | 
Granulated Sheep Fattener | 
All-In-One Rabbit Pellets | 
Dog Food 


MAN O’WAR Horse and Mule 
ee 
HUSKY Horse and Mule Feed 


Two Dependable Business Getters 
Now Made in Minneapolis 


A complete line of feeds that gets the job done—more 
milk—eggs—or economical feed cost for the feeder—more 
profits—faster turnover—safer margins and repeat business 
for the dealer. A sales producing merchandising plan— 
real dealer helps. Diversified advertising plans—a trained 
experienced crew of NUTRENA service men—modern mill- 
ing facilities for making modern pellet and cubed feeds. 
Makes this line a real producer for the live wire dealer. It 
will pay you to learn more about this line. The coupon or 
a post card will bring complete details. 


NUTRENA FEED MILLS, INC. 
3115 E. 38th Street 
Minneapolis, Minnesota 


I want to know more about the Golden Bag line that is making 
more profits for 7,000 dealers. 


Name 


Business 


Town State. 
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New England Independent Has 
Many Opportunities 


HE chain store system of retail 

feed distribution in New Eng- 

land seems to have come to a 
lull in its further development. There 
have been few if any reports of further 
acquisitions of new stores on the part 
of the larger manufacturers who a year 
or two ago were acquiring substantial 
retail holdings in this section. For the 
most of the year just drawing to a 
close, there have been few if any 
changes in the general situation and 
those best qualified to judge seem to 
think that there is no likelihood of fur- 
ther chain store development for some 
time to come if indeed any further 
spread of the chain movement is to 
come at all. 

The unrest and disquiet among inde- 
pendent dealers which was quite mani- 
fest a few months ago is rapidly sub- 
siding and the lines of distribution 
seem to be fairly well drawn. Car door 
distribution by the so-called coopera- 
tives certainly hasn't fallen off although 
it apparently is not on the increase. On 
the other hand, car door distribution by 
the local dealer has greatly increased 
and those who have taken up this 
mode of selling in connection with the 
maintenance of a regular retail estab- 
lishment seem to be making a success 
of it. Along with minor changes in 
the method of distribution, a _ great 
many of our New England dealers 
have gone on a strictly cash basis or 
else a greatly modified credit basis of 
doing business and this has proved to 
be an exceedingly wise and _ business- 
like move. 

It is significant that few feed stores 
have gone out of business during the 
wide spread depression which recently 
has faced all kinds of industry. Oper- 
ating on the most slender of margins, 
in the face of terriffic competition and 
at a time of rather violent price fluctu- 
ations, it is remarkable that so few 
dealers have been forced to the wall. 
The condition indicates that the indus- 
try as a whole is in‘a much sounder po- 
sition than is sometimes and in some 
places generally believed. Just what the 
future holds remains to be seen, but 
those who see the furthest and who are 
best qualified to judge are fairly op- 
timistic. Even now there is a decided 
turn for the better and this will doubt- 
less continue until normal conditions 
ence more prevail. 

Probably it was never casier to meet 
cooperative car door competition than 
it is today. The big chain stores in 
more than a year of operation, have 
demonstrated nothing that makes them 
harder to compete with than the inde- 
pendent groups and dealers whom they 
hought out. The man who runs his 
own small business, keeps it well in 
hand, looks to his overhead and is care- 
ful in his buying, is actually in a more 
advantageous position right now than 


are any of the other systems of distri- 
bution. There are any number of in- 
dependent dealers scattered all through 
New England who give ample evid- 
ence to the truth of this statement. 

Assuredly this is the proper time for 
the retail dealer to buckle up his belt, 
gird up his loins or do whatever else 
is necessary to put his business where 
it belongs and where he would like to 
see it. Here in New England, the deal- 
er now has a clear view of exactly what 
he has to face. There is small likeli- 
hood of any big concern offering to 
buy him out, the cooperatives are hav- 
ing their troubles and the lines are 
clearly drawn. There is a real future 
for the dealer who faces the situation 
squarely, deals with conditions as he 
meets them and addresses himself to 
his job with the same industry and in- 
telligence required to make a success 
of any other line of endeavor.—Lynne 
P. Townsend. 


F. WELLINGTON HAY, former 
member of the Canadian parliament, 
has purchased the flour and feed mill at 
Galt, Ont., until recently operated by 
the Standard Milling Co., of Canada. 
He will operate the plant under his 
personal management. 


MOSHER & POST feed store, Wat- 
erloo, N. Y., was destroyed by fire No- 
vember 11, with a loss of more than 
$25,000. The blaze originated in a barn 
near the store and also destroyed a ho- 
tel building and another store nearby. 
Insurance was expected to cover only 
about a third of the total loss. 


JOHN MANNING feed store, Bird- 
sall, N. Y., was destroyed by fire on 
November 12. The flames gained such 
headway that the Manning residence 
adjoining was also burned, the com- 


bined loss being estimated at more than 
$20,000. 


J. H. LAVERY & SONS feed 
mill, Franklin, Pa., was entered by bur- 
glars some time during the night of 
November 14. The safe was forced 
open and $300 in cash taken. 


Letters from 


Our Readers 


Army Man Interested 


Through our mutual friend and your 
generosity I have been enjoying your 
very nice and cleverly edited magazine 
and business organ, and now that I 
shall be moving a bit closer to you, I 
hope to continue to enjoy that pleasure 
and to have the privilege of meeting 
you, not too long off. 

I will sail from here November 5 via 
New York for my next and new station 
in Chicago. My address there will be 
Headquarters Sixth Corps Area, 1819 
W. Pershing road, and I hope that you 
will change the address on my folder 
accordingly, and further that you will 
let me know when you will be passing 
through Chicago as I want to discuss 
certain features of the feed business 


with you. 
JOHN A. PARKER 
Major, United States Army 
Fort Amador, Canal Zone. 


Rolled Barley 


Upon reference to our file, we see 
that we overlooked to thank you for 
the information you gave in your letter 
of August 18 relative to the source of 
rolled barley. We certainly appreciate 
your kindness in giving us the informa- 
tion, which enabled us to get rolled 
barley from the Fruen Milling Co., Min- 
neapolis, Minn. 

RAMEY S. CURTIS 
Farmers and Merchants Supply 
Coshocton, Ohio. 


A New Dealer 


We have just recently entered the re- 
tail feed business at our elevator at Wil- 
liamsport, Ohio, and are in quest of 
some clever merchandising ideas appli- 
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cable to the retail feed business. 

Mr. Dean Clark, of the Grain Deal- 
ers Journal recommended The Feed 
Bag as the best periodical in the trade 
and we would appreciate receiving a 
sample copy of same together with sub- 
scription rates. 

Mr. Clark also stated that you no 
doubt have samples of various house 
organs used by retail feed dealers. We 
would certainly appreciate receiving 
copies of same and glad to pay the 
postage or other expenses connected 
with sending them to us. 

HARRY W. HEFFNER 
Heffner Grain Co. 
Circleville, Ohio. 


Organization Need 


Many thanks for your congratulations 
and good wishes. The feed industry 
certainly needs good wishers, judging 
by the activity of the government in 
the grain business. 

At least every week we get offers of 
grain from the Farmers National Grain 
Corp. in competition with our regular 
private grain dealers. Up to the pres- 
ent time, their prices have been out of 
line and I have been able to buy my 
grain several cents a bushel cheaper 
from private dealers. But it makes my 
blood boil to see government money 
and effort competing with the very men 
who are paying taxes to support that 
government. 

It looks to me that our main job in 
the immediate future will be to resist 
in every way possible the encroachment 
of government in business. The feed 
industry needs the support of live, wide- 
awake publications such as yours and 
appreciate your good wishes. 

H. J. SAMUELSON, PRESIDENT 

New Jersey Feed Dealers Association 

Toms River, N. J. 
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Old Man 
Winter 


is now on 


i the way 


-| Don’t wait until he forces 
| the price of Dairy, Poultry 
-| and Hog Feeds higher. 


Buy now at the lowest 


prices in years in straight 
or mixed cars. 


LUE RIBBON 16!4% Sweet 
Dairy Ration 


LUE BELL 20% Dairy Ration 
LUE BELL 32% Dairy Ration 
LUE BELL Pig and Hog Meal 
LUE BELL Laying Mash 


BLUE ELL Scratch Feed 
BLUE ELL Growing Mash 
BLUE ELL Developing Feed 
BLUE ELL Chick Starter 
ELL Chick Feed 


MADE BY 


Minneapolis. 
Minnesota 
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Select Your Insurance Company 
As You 
Select Your Bank 


For its Financial Responsibility 
and the 
Character of its Management 


The MILL MUTUALS stand all tests 


Western Millers Mutual Fire Insurance Co...Kansas City, Mo. 

hio Millers Mutual Insurance Co... s an Wert, ‘Ohio 
Michigan Millers Mutual Fire Insurance Co.. "Lansing, "Mich. 
Mill Owners Mutual Fire Insurance Co.. Des Moines, lowa 
Millers Mutual Fire Insurance Co............ Harrisburg, Pa. 
Millers Mutual Fire Insurance Co........ Fort Worth, Texas 
Pennsylvania Millers Mutual Fire Ins. Co... Wilkes- Barre, Pa. 
Millers Mutual Fire Insurance Association........ Alton, Ill 
Grain Dealers National Mutual Fire Ins. Co. Indianapolis, Ind. 
Millers National Insurance Co................... Chicago, Ill. 


MUTUAL FIRE PREVENTION BUREAU 
230 East Ohio Street 
Chicago, Illinois 
(Operated by the Mill Mutuals) 


Feeds and Feeding 


Latest Complete Illustrated Edition 


By Henry aNd Morrison 


A GOOD BOOK TO READ. 


It will give you the most com- 
plete and accurate informa- 
tion available on feeding, feed 
ingredients and feed mixing. 
A big help in merchandising. 
Write for your copy. 


Feeds and Feeding . $4.50 


Feeds and Feeding 
with THe FrEep Baa 
for one year..... $5.50 


Che feed Bag 


210 E. Michigan Street Milwaukee, Wis. 
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Grinding Charges Should Be Based 
On Volume, Degree of Fineness 


Power Required Varies According to Condition of Grain 
Owner Will Be Well Repaid for Special Care of Equipment 


E are oftimes asked how much 

power or how many kilowatt 

hours it takes to grind a given 
amount of feed. This is a difficult ques- 
tion to answer. This figure varies from 
2 to 50 kilowatt hours per ton, depend- 
ing upon the fineness of grinding qual- 
ity and moisture content of the grain. 
Seasons make a great deal of difference. 
In cold weather, when there is a great 
deal of frost in the grain, the amount 
ground per kilowatt hour will be from 
one and one-half to two times that 
ground under normal conditions. 


Power Needs Varied 


In the fall, when grain is new and 
wet, and contains much foreign matter. 
the amount will be approximately two- 
thirds of normal. One power company, 
which kept accurate records of the 
grinding done by 29 custom mills on 
their lines for a one-year period, found 
that these mills averaged two-thirds of 
a kilowatt hour per 100 pounds of feed 
ground. However, of these 29 mills, 
the kilowatt hour consumption per 100 
pounds of feed varied from one-third 
to one kilowatt hour so that one must 
take the figure of two-thirds of a kilo- 
watt hour as a mean average. 

The power required to pulverize grain 
is many times that required to coarse 
or medium grind it. It seems most 
logical that a man operating a custom 
mill should charge a_ proportionately 
higher price for this class of grinding. 
It takes much more power and much 
more of the operator’s time, and cre- 
ates much greater wear on the mill. 

University experiment stations have 
found some interesting information with 
reference to the utilization of feeds by 
dairy cows. They have found that it 
does not pay to feed whole grain, nor 
does it pay to feed pulverized grain. 
Cows do not seem to be able to utilize 
the nutrients in the finely ground grain 
to produce a sufficient additional quan- 
tity of milk and fat to pay for the in- 
creased cost of grinding. Medium 
ground oats and corn give satisfactory 
results in production, maintenance of 
body weight, and economy of produc- 
tion. Using production and cost of pro- 
duction of cows fed medium ground 
grains as a basis of comparison, it was 
found that whole grain produced 11.3 
per cent less milk at a 12.1 per cent 
greater cost per 100 pounds of milk 
produced. Cracked grain produced 5.8 
per cent less milk at 6.5 per cent great- 
er cost. Pulverized grain produced 5.4 
per cent less milk at 16.1 per cent great- 
er cost. 


By J. K. Pike 


General Electric Co. 


Numerous feed establishments own and operate equipment powered by electricity. 


Above is a typical installation. 


The address published herewith was delivered by Mr. 


Pike at a recent meeting of the New Richmond (Wis.) District Dealers club. 


Likewise in hog feeding, cheaper 
grains were produced with medium 
ground oats than with coarse or finely 
ground oats. Medium ground oats 
were superior to coarse or finely ground 
for the production of rapid and econo- 
mical gains. 

On the above basis, it is only logical 
that a man who insists that his grain 
be finely ground should be charged at 
a higher rate than the one who is sat- 
ished with medium grinding. 

A similar discrimination should be 
made between that customer who 
brings only one sack of grain at a time 
for grinding and he who brings a wag- 
on load. It would seem that there 
should be either a minimum charge for 
starting the mill or a sliding scale rate 
established similar to the rates of most 
public utilities, whereby the customer 
is encouraged to’ bring larger quantities 
of grain to the mill at less frequent in- 
tervals and thereby profit. Of course, 
it is known that stored grain heats and 
deteriorates and it is a problem for 
the user to decide as to the amount of 
grain that he shall have ground at any 
one time. However, that is a problem 
of his own, and the mill owner and 
larger user should not ke penalized on 
his account. 

Keep Motors Clean 

The electric motor, if given ordinary 
care, will last for many years. Mois- 
ture, heat and oil are the three major 
reasons for all motor failures. Motors 
should be installed in a dry place, and 
it would probably lengthen their life 
considerably if the grain dust were oc- 
casionally blown out of them, partic- 
ularly if they are to be left idle for a 
week or more. Grain dust absorbs mois- 
ture from the air, and if the windings 
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are covered with it and the motors are 
not run for several days or weeks, this 
moisture keeps the windings in a moist 
condition and the insulation will deter- 
iorate. 

Oil is the greatest enemy of ordinary 
motor insulation. If you have a belted 
or direct connected motor equipped with 
ring oiled sleeve bearings, care should 
be exercised not to fill the bearings too 
full. Never fill the bearings while the 
motor is running, for there is a suff- 
cient quantity of oil being carried to 
the bearing by the ring oiler and around 
the shaft at all times to cause the bear- 
ing to overflow when it is next shut 
down. When the motor is again start- 
ed, this overflow oil is drawn into the 
motor and collects on the windings, 
and will cause the insulation to rot at 
a much higher than normal rate. If 
you have a ball bearing motor, by all 
means do not equip it with Alemite 
fittings so that a grease gun can be 
used. A motor bearing should never be 
filled more than one-third full. This is a 
sufficient quantity of grease to last for 
at least a year without additions. The 
bearings should be thoroughly cleaned 
once each year and repacked one-third 
full with new grease. They are then 
ready for another year’s.service. If an 
Alemite gun is used, the bearing is 
filled too full, causing much greater 
friction and bearing heating. If the 
grease is forced into the bearing with 
an Alemite gun when the bearing is 
cool, as it warms up this grease must 
expand and will cause a tremendous 
pressure in the bearing. We have had 
many complaints that motor bearings 
were running hot, and upon investiga- 
tion found the above conditions. As 
soon as this pressure was relieved, the 
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bearings cooled down immediately. 


Overloading is another evil with 
which the motor must contend, and I 
am afraid that the feed mill man is one 
of the worst offenders. A motor, unlike 
a gas engine, will carry from 200 to 300 
per cent of its rated capacity before it 
will give noticeable signs that it is be- 
ing overloaded. This is a very desir- 
able characteristic if properly utilized. 
It means that if a slug of wet grain or 
some foreign material gets into the mill, 
the motors wili carry through without 
choking down the mill. However, this 
characteristic is oft time abused because 
the operator, either knowingly or un- 
knowingly, loads the mill beyond the 
rated capacity of the motors, causing 
the motors to overheat, endangering the 
transformer bank supplied by the power 


Volume 


and 


rofit 


on these items 
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Feature Pearl Grit 
and Pearl Powdered 
Limestone 


Poultry raisers are being told in farm i 
and poultry a that hens need 
PEARL GRIT in winter to keep 
healthy and lay lots of eggs. Display 
PEARL GRIT and hook up with the 
demand aroused by our 7 
Tell your customers to put PEAR 
GRIT where all the birds can eat 
what they want. And recommend 
Pearl Powdered Limestone for mix- 
ing with “i mashes, as well as for 
feeding to livestock. 

In the dead of winter hens must 
i: have lime. erwise they'll quit 
laying or break down in the attempt. 
Help your customers get more eggs 
by collinw them Pearl Products. 


Each Sale Pays You a 
Good Profit 


Pearl Grit gives a better margin of profit. 
It comes regularly in 100-Ib. bags for large 
users. And with Pearl Products packed 
also in 10-Ib. cartons, you don't need to 
bother with broken-lot sales ...no scoop- 
ing... no weighing... no sacking... no 
dust and dirt...no shrinkage... and you 
get more per pound for Pearl Products in 
the attractive cartons. 

Order Pea:i Products from your jobber. 
Or write us. Do ittoday. The season is on. 


PEARL GRIT CORP. 
203 Bridge St. Piqua, Ohio 


0-4 
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company and creating disturbances on 
the system. 

To guard against overloading, all mill 
manufacturers furnish control equip- 
ment equipped with overload relays, 
which will, if permitted to operate in 
their normal way, protect against these 
conditions. If you have a compensator 
or other starting device equipped with 
an overload relay, do not do anything 
to keep the relay from tripping and 
shutting down the motor on overload 
as you are only defeating the purpose 
of that relay. 

Attrition Mill Hints 

For an attrition mill, always insist 
upon a compensator or starting device 
with each of the main motors. This 
not only cuts down the starting cur- 
rent, thus aiding the power company, 
but is a valuable protection to you. If 
only one compensator is furnished, the 
overload relay must be large enough to 
carry the full load current of both mo- 
tors. If anything should happen to one 
of the motors or to one end of the mill, 
one of the motors could become so 
much overloaded that it would burn 
out before the overload relay would 
trip. Likewise one motor might be 
burned out because it was running 
single phase before the overload relay 
would trip. 

We also recommend that ammeters 
with the full load current of the motor 
distinctly marked upon them is sup- 
plied with equipment to more easily 
enable the mill operator to determine 
when the motors are fully loaded. This 
ammeter attachment will also indicate 
to the operator when the burrs are be- 
coming dull and when they should be 
reversed. For a given setting of the 
mill and on the same quality of grain, 
the current indication on the ammeters 
will be gradually increased as the burrs 
hecome more dull. When this indica- 
tion reaches a certain predetermined 
amount, it will be economical for the 
operator to reverse the mill. 

There are $400,000,000 worth of pre- 
pared commercial feeds sold each year 
and there is no reason why the feed 
grinding business, if properly managed, 
should not be a profitable one to the 
custom grinder, the public utility serv- 
ing him, and the manufacturer of grind- 
ing equipment. 


H. M. CRITES & CO., Circleville, 
Ohio, has reopened the London Mill- 
ing Co. elevator and mill, London, 
Ohio, and appointed J. A. Long, man- 
ager. 


PETER JUNGERS, Hospers, Ia., 
has purchased Klien Bros. grain and 
feed business from M. D. Gibbs. 


FARMERS COOP. Feed Store, At- 
wood, IIl., has been opened for business 
under the management of C. C. Rod- 
erick. 


KERR GRAIN & HAY CO., Mel- 
vin, Mich., has completed an elevator 
addition to its feed mill and has in- 
stalled new equipment. 
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FARM BUREAU MILLING CO., 
Batavia, Ohio, has been organized to 
supply feeds to bureau members in 
Michigan, Indiana, Ohio and West Vir- 
ginia. Incorporators and new officers 
are: L. A. Thomas, Michigan, presi- 
dent; I. H. Hull, Indiana, vice presi- 
dent; T. R. Bennett, West Virginia, 
treasurer, and D. M. Cash, Ohio, sec- 
retary. 


R. C. FICK, Sheldon, Ia., has opened 
a feed store. 


EAGLE ROLLER MILL CO,, 
New Ulm, Minn., has installed feed 
grinding equipment in its country ele- 
vators at Lamberton, Minneota, Porter, 
Dawson, Boyd, Morgan and Klossner. 


and 


SATISFIED 
CUSTOMERS 


Go Hand in Hand 


What'every dealer wants is satis- 
fied customers and sure profits. 


Douglas Corn Gluten Feed 


and 
Douglas Corn Gluten Meal 


straight, or sweetened with Cane 
Molasses, make satisfied custom- 
ers,—satisfied because they make 
the most profit on Douglas Feeds 
in terms of milk, eggs or meat pro- 
duced per dollar spent. 


Quality protein feeds, that always 
give good results and always 
priced to sell. 


Write for samples and free circu- 
lars describing these good feeds. 


Feed Department 


PENICK & FORD 
SALES CO. INC. 


Cedar Rapids, Iowa 


9 SAE PEARL’ 
x PEARL | 
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FARMERS GRAIN CO., Schaller, 
Ia., has been incorporated with a capi- 
tal stock of $35,000 to buy and sell grain, 
flour and feed. The incorporators are 
A. K. and H. E. Rininger and Henry 
and Paul Sanderman. 


TURNER-HUDNUT CORP., Pekin, 
Ill., has) purchased the B. F. McFadden 
& Sons elevator at Forest City, II. 


DUNDEE MILL, Dundee, Wis., has 
been closed temporarily while improve- 
ments are being made to the building. 


FRANK J. KROB, Solon, Ia., has 
purchased the Fiala elevator from John 
J. Fiala. 


ELIMINATE BREAD CHARGE 


An eastern miller, it is reported by 
Herman Steen, secretary of the Millers 
National Federation, wrote the follow- 
ing pointed letter the other day to a 
high official of a railroad company 
which hauls a good share of his ship- 
ments: 

“If your company wants to do some- 
thing that will make a hit with the trav- 
eling public, the flour millers and the 
federal farm board, you should arrange 
to eliminate that annoying charge for 
bread in your dining cars. Won’t vou 
bring this to the attention of your as- 
sociates?” 

“The idea isn’t patented,” Mr. Steen 
notes, “and this would seem a good 
time to bring the matter to the atten- 
tion of railrcad officers elsewhere.” 
Many readers of The Feed Bag are well 
acquainted with railroad officials and 
will perhaps want to act on this sug- 
gestion. 


T. L. Nicolls, Conneautville, Pa. 
Changes to Cash Basis 


HOMAS L. NICOLLS, Conne- 

autville, Pa., changed his busi- 

ness to a cash basis recently. 
Neighboring stores are also planning to 
join the movement. 

Mr. Nicolls has been contemplating 
the change for some time and after a 
discussion with several of his star cus- 
tomers, decided to take the final step. 
The letter which he sent to his trade 
announcing the cash basis plan, follows: 

“Because of past and present condi- 
tions it is impossible to withstand any 
longer the burden of carrying on my 
business on the credit plan. Therefore, 
on and after October 1, I am forced 
to the above change and will carry no 
charge accounts. All articles will be 
sold on a STRICTLY CASH BASIS. 
By doing this I will endeavor to ac- 
complish the following: 

“Reduce operating expense; eliminate 
collection costs; reduce interest charges 
on money borrowed, and improve my 
service to you in a manner that will 
enable me to sell my merchandise to 
you on a closer margin. This one point 
should be a very agreeable point for 
vour thoughtful consideration. 

“Believing that any fair minded per- 
sen will agree with me that as I am 
and have been forced to conduct the 
purchasing end of my business on a 
CASH BASIS it is no more than right 
that I should conduct the SELLING 
end on the same basis, my borrowing 
power being very limited, especially 
since we have only one bank in our 
midst. 


Postal Card Reminders Help 
Collect Charge Accounts 


ANY feed dealers sell on short- 

time credit, usually from 10 to 

30 days and when pay-date ar- 
rives it is common to hear a customer 
say: 

“I’m sorry I can’t settle my bill, but 
adverse circumstances have prevented 
me from getting the money. I'll pay 
up next week, sure.” 

This excuse often means the begin- 
ning of a slow-moving account, but J. 
C. Morris, Plymouth, Ohio, feed mer- 
chant reduces the risk by sending cards 
worded thus to credit customers every 
month: 

“The first day in the month is Blue 
Monday for some feed merchants, but 
not for us. 

“Our credit business is extended to 
folks who value their word, and who 
arrange to meet their obligations when 
due. They remember the date, and we 
are never asked to carry over an old 
account. 

“All bills for last month’s feed are 
due and payable on Wednesday, Octo- 
ber Ist.” 


“The average farmer values his credit 
rating,’ Mr. Morris explained, “and he 
wants to be recognized as a customer 
who is capable of meeting his obliga- 
tions. In a great many cases, however, 
the farmer does not sense the import- 
ance of having an account settled on a 
specified date, and last year we began 
a plan to correct this habit by appeal- 
ing to the customer’s pride. 

“Our method is to extend short time 
credit, having accounts come due on 
the Ist and 15th of each month. About 
one week from these dates we go over 
our list of credit customers and send 
each one a card. These cards lack the 
sting of an ordinary dun Lut the mes- 
sage makes it clear that we expect our 
money when due. The customer appre- 
ciates the fact that we reccgnize him as 
one who is capable of meeting his ob- 
ligations and he makes every effort pos- 
sible to get the cash. ‘The card re- 
minds him of the date, which is a basis 
jor many excuses and in the large ma- 
jority of cases we have no further 
trouble in collecting the bill.” 
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“Credits to me are very limited. The 
greatest portion, feed, flour and grains 
must be paid in FRONT, that is name- 
iy SIGHT ‘DRAFT. That is a rule 
backed by law. I must pay the bank 
for those goods before I am allowed to 
break the seal on the car, a criminal 
offense should I do so. Minor articles 
such as salt, coal, lime and cement are 
collectable in 10 to 15 days and if not 
properly remitted for, draft is drawn 
on my bank and, if neglected, same is 
left for collection with costs and NO 
further credit extended, also causing a 
lower rating on business dealings. 


“While it may work a slight tem- 
porary hardship on some, it will be 
only a short time until readjustment is 
made, which will be a distinct benefit 
to merchant and customer. 

“It 1s with the desire to be perfectly 
fair to all that I am sending out these 
letters so it will find no one unprepared 
when the above date, October 1, 1930, 
arrives, as I cannot make any. excep- 
tions. In regard to your account on 
my file or books, if any, I will extend 
the cooperation of a satisfactory settle- 
ment, so kindly call on or before the 
above mentioned date and we will ar- 
range for settlement. 


“In conclusion I ask you to give my 
above words your careful, thoughtful 
consideration, and I am sure you will 
be fair minded and continue to let me 
serve you on my past plan and motto 
of Service, Satisfaction and Apprecia- 
tion.” 


IRVING C. LYMAN, Green Bay, 
Wis., who operated the Green Bay Ele- 
vator Co. in partnership with C. W. 
Hendrie, died November 21, after a 
short illness. He was a Milwaukee 
grain dealer for 25 years and a member 
of the Milwaukee Chamber of Com- 
merce during that time. 


Suggests Cracked Wheat 
To Feed Jobless 


Cracked wheat as it comes off the 
first break rolls is an ideal food for 
charitable organizations to use in sup- 
plying bread lines, according to H. H. 
King, H. H. King Flour Mills, Minne- 
apolis. 

“The poor will have to be fed,” he 
said, “and they can be fed at less cost 
and with better results with wheat than 
with anything else. It should be chopped 
cr broken coarsely and used the same as 
any other cereal food. Both wheat and 
sugar are cheap. Use of wheat in this 
manner should help to relieve the sur- 
plus on the market.” 

Mr. King also suggested that millers 
who are called upon by charitable in- 
stitutions for help should recommend 
the use of cracked wheat. 
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AT MY PRESENT 

LOW PRICE.I'M A 

WONDERFUL 
BARGAIN 


Rignt now, when 


butterfat prices are 
going up and Ster- e) 
ling Dairy Balancer’s 
price is low—this is 
the time to urge 

your patrons to put 
their herds in good 
condition and pro- & iL. 
duce more butterfat 
with 


NORTHRUP, KING &.CO’S 


STERLING 


Dairy Balancer 
2%Protein 


Write for sample and price 
, Northrup, King & Co., Feeds and Seeds 


Minneapolis, Minnesota 


A sure way to 
greater profit 


Quality feeds mean repeat business. 
Repeat business means greater profit 
through elimination of sales costs. 


The quality of Occident Feeds has been 
maintained for half a century on a 
par with Occident Flour. Milled from 
high protein wheat that has been 
washed and scoured (with all screen- 
ings eliminated) the maximum_ food 
value is found in Occident Feeds. 
Your trade will be quick to appreciate 
this quality and it will develop repeat 
business for you. 


Occident Hard Wheat Bran 

Occident Hard Wheat Mixed Feed 

Alta Hard Wheat Middlings 

Occident Hard Wheat Standard Mid- 
dlings. 

Occident Hard Wheat Flour Middlings 


RUSSELL-MILLER MILLING Co. 


GENERAL OFFICES 


MINNEAPOLIS MINNESOTA 


WE SELL DEALERS ONLY 


Queen Wheat Feed 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
MINNEAPOLIS, MINNESOTA 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
— Bran, Screenings not exceeding mili run — 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6%. 
CRUDE FIBRE - -83% — 

ST. PAUL, MINN. —— 


Fans 
Dust Collectors 
Elevators 
Spiral Conveyors | 
Bins 
Spouting 
and 
Sheet Metal 
Work 
Complete 
Dust 
Collecting 
Elevating 
and 
Conveyor 
Systems 
Designed and 
Installed’ 


L. BURMEISTER CO. 


1199 Burnham St. MILWAUKEE, WIS. 
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Visits 15 Feeders a Week 
To Increase Sales 


(Continued from Page Twenty-five) 


spring. Information obtained is record- 
ed in a special book. Name of the cus- 
tomer, the number of chicks he intends 
to raise and the date on which he in- 
tends to begin are noted. 

When spring rolls around, Mr. Thiel 
and his staff check over the book. Pros- 
pects are grouped, according to the date 
upon which they reported they would 
begin raising their flocks. On or be- 
fore this specified date, the farmers are 
visited by Mr. Thiel or his represen- 
tative. The result is usually an order 
for starter mash and subsequent busi- 
ness. 

Charts Customers’ Records 

Interest among the poultry feeders is 
stimulated by a chart which Mr. Thiel 
posts in his office. Name of the farmer, 
number of chicks, the number alive’ af- 
ter six weeks and the average weight 
at six weeks are recorded. When the 
poultrymen call for their feeds, they 
cluster around the chart to learn how 
their fellow farmers are faring in com- 
parison to themselves. New customers 
are attracted by the chart and often in- 
duced to purchase feeds. 

Names of farmers making outstand- 
ing records with their dairy herds are 
also conspicuously posted. Special at- 
tention is directed to the profit made 
above cost of feed. Less successful 
fecders are induced to investigate and 
new business is the result. 

Mr. Thiel works closely with his lo- 
cal cow testing associations. He de- 
velops friendship with the official test- 
ers and attends meetings and gives 
talks. His first endeavor is to sell the 
president of the association on his feed. 
Members usually follow in line. Mr. 
Thiel also works closely with his coun- 
ty agent and other agricultural work- 
ers. 

Offers Services of Expert 

One of Mr. Thiel’s employees serves 
as a poultry and dairy expert. His serv- 
ices are extended free to feeders. He 
culls flocks, computes rations, pre- 
scribes remedies for poultry and live- 
stock diseases and in every way assists 
the farmers to make greater profits. 
His salary is more than repaid by the 
additional business and good will which 
he creates. In addition to his knowl- 
edge of poultry and dairy problems, 
he has the capabilities of a good sales- 
man. 

Mr. Thiel started in the feed busi- 
ness at Slinger five years ago, purchas- 
ing the stand of A. A. Whitthauer in 
1925. In this short span he has de- 
veloped his feed store from a “shoe 
string” proposition to a thriving, pro- 
fitable business. He is just concluding 
his banner year, but intends to break 
all present records during 1931. 

“Adopt a good plan, apply it and 
follow it through; that’s the way to get 
business,” he advised, as he hurried 
away to help his boys wait on a long 
string of customers at the warehouse 
door. 


Credit Discussed at Meeting 
Of Minnesota Dealers 


HE regular meeting of the Min- 

nesota Feed Dealers’ associa- 

tion was held at the Curtis ho- 
tel, Minneapolis, November 13, with 26 
dealers and their guests present. A 
galaxy of credit experts were present 
to talk and were more than well re- 
ceived. 


Following dinner came a short busi- 
ness meeting during which six regional 
directors were elected, as follows: W. 
D. Canning, Hutchinson; M. R. Green, 
Glencoe; Dan O’Leary, Hopkins; E. O. 
Barth, Anoka; T. E. Guth, St. Paul, 
and G. A. Haertel, Minneapolis. 


S. L. Gilfillan of the Minneapolis 
Retail Credit association was the first 
speaker, his subject being, “Importance 
of Credit Associations”. He outlined 
the history and growth of the retail 
credit system throughout the country, 
their advertising policies and the con- 
structive work that was being done. 
The high point of his address urged 
cooperation of the feed dealers in the 
building of a firm credit structure with- 
in the local group. He offered the serv- 
ice of his organization to the feed 
dealers at a small cost. 

A. H. Quay, vice-president in charge 
of credits of the First National bank, 
Minneapolis, was the second speaker of 
the evening with an address on the 
“Simplicity of Proper Credit Rela- 
tions’. Mr. Quay urged cooperation 
among the dealers in giving of credit 
and dissemination of credit statistics. 
He stressed the absolute need of liquid 
capital and pointed out the danger of 
having one’s resources tied up in book 
accounts. He suggested that all dealers 
make monthly analyses of all accounts 
on their books. 


T. E. Wilder, of the Bradstreet or- 


Second Appeal Is Sent 
To Farm Board 


Receiving no response to their first 
appeal to the federal farm board re- 
questing an investigation into the im- 
portation of Argentine bran and other 
foreign products by a cooperative or- 
ganization operating in their territory, 
the Feed Dealers Association of Wash- 
ington has directed another letter to 
Chairman Legge, again calling his at- 
tention to the situation: 

“It seems an extraordinary state of 
affairs,” the letter reads in part, “when 
the private enterprise of the kind rep- 
resented by this association adheres 
strictly to a policy which extends every 
possible safeguard to American produc- 
tion, that they should have to meet the 
competition, not only of those who are 
less scrupulous in this regard but also 
of the government which, in this in- 
stance, is using its influence and tax 
raised funds to directly compete with 
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ganization in Minneapolis, brought a 
message on “Credit Evils” to the as- 
sembled feed men. Mr. Wilder urged 
steady collection of accounts in an ag- 
gressive way, cooperation in ways and 
means of credit giving, investigation of 
all accounts thoroughly before grant- 
ing of credit. Mr. Wilder’s contention 
is that improper handling of credit in 
order to secure a larger volume of busi- 
ness is bad for the retail trade in gen- 
eral and that losses accruing from such 
a policy are more the fault of the seller 


. than the buyer. 


W. H. Parcells, feed man and organ- 
izer of a retail credit association in 
White Bear, Minn., talked briefly on 
the difficulties of organization of a cred- 
it association in a small town and out- 
lined the success achieved by the asso- 
ciation after it was formed. 

Sidney D. Anderson, vice-president of 
General Mills, Inc., was the final speak- 
er of the evening with a message for 
the dealers that summarized the ad- 
dresses of the other gentlemen at the 
speakers’ table. Mr. Anderson is a 
firm believer in a sound credit policy 
and gave many reasons why such a 
policy would have to be adopted if the 
retail feed business was to continue in 
a business-like way. 

According to Mr. Anderson, average 
net profit of the feed dealer is 2 to 3 
per cent of total sales and he pointed 
out that this small margin could read- 
ily be eaten up by improper extension 
of credit. He also urged prompt col- 
lection of accounts, charging of inter- 
est on overdue accounts and turning of 
the credit business of a feed concern 
over to local banks who are in a posi- 
tion to check their customer’s credit in 
a far more thorough manner than the 
retail feed dealer. 


its own citizens. It is still more in- 
consistent that the influence of the farm 
board propaganda should be directed to 
the support of an organization, merely 
because it bears a cooperative name, 
which is working directly in conflict 
with the activities and aims of the fed- 
eral farm board itself.” 


WHITE BROTHERS, Scotts, Mich., 
are doubling their office space by re- 
modeling the second floor of their es- 
tablishment. They report a_ heavier 
shipment of hay, straw, alfalfa, and 
Michigan winter wheat feeds into the 
drouth area in the past 60 days than 
during any similar period in the his- 
tory of their business. 


F. I. WILLIAMS & SON, North 
Adams, Mich., have just installed a 
12,000 gallon tank for storing black- 
strap molasses to supply the Eureka 
molasses mixing system which was re- 
cently purchased. 
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Merry Christmas and a 
Gappy and Prosperous 
New Year 
to All Our Friends in the 
Grain and Heed Crade 


DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Phones 
135 
118 
HARVARD ILLINOIS 


WHOLESALE 
GRAIN & FEED SHIPPERS 


R. L. HERRICK, Jr. J. M. HERRICK 


Merry Christmas 
and a Prosperous 
New Year 
to all our Hriends 
and Patrons 


Deutsch & Sickert 
Company 


400-402 CHAMBER OF COMMERCE eX 
MILWAUKEE, WIS. = 


| 


| 
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You are paying for a Burton 
—why not own one? 

You are paying for it in profits you 

definitely lose every week. The Burton is 

unlike any other feed mixer. Its operation 


means better feeds at lower cost for your 
customers—more profit for you. 


Let us send you the figures. 


BURTON FEED & MIXER COMPANY 
DETROIT, MICH. 
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Announces Anti-Friction 
Drive for Mixer 


A departure from the conventional 
type of drive is announced for the 
Haines feed mixer built by the Grain 
Machinery Co., Marion, Ohio. All 
Haines mixers will now have a com- 
plete anti-friction drive standard 
equipment, thereby permitting smoother 
and quieter operation and generally in- 
creasing the efficiency of the mixer 
with less wear on the driving units. 

The anti-friction or spiral bevel gear 
drive, as it is sometimes called, that 
will be furnished with every Haines 
feed mixer represents the application of 
modern improvements in drives of this 
type. Its construction includes cut spi- 
ral gears of nickel-chrome steel, Tim- 
ken roller bearing, alloy steel drive 
shaft, gears and bearings mounted in 
cast iron gear case with dust proof 
cover, a protective measure which in- 
sures long wear. 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Milling, & Products Co. 


LAMAR, COLORADO 


Pierce Bldg. 
St. Louis, Mo. 


Lae nore of 


In mounting the anti-friction drive on 
Haines mixers every precaution has 
been followed to make it unusually 
sturdy and perfectly rigid. The cast 
iron gear case is slipped over the ex- 
tended shaft of the patented Haines 
spiral mixer unit and also extends a 
proportionate distance below the top of 
the machine. A bronze bushing and 
ball bearing insure perfect fit with just 
enough allowances to allow the shaft 
to turn freely but uniformly. 

The chrome steel machine cut spiral 
drive gear is next mounted in the case 
and over the shaft and dowelled into 
position. The chrome steel spiral gear 
that is fastened to the alloy steel drive 
to which is attached clutch pulley on 
the other end is perfectly machined and 


properly aligned so that complete con- 
tact with the larger drive gear is al- 
lowed. Immediately behind the smaller 
gear is a Timken roller bearing and 
grease and dust proof seal. 

At the farther end of top of mixer 
where clutch pulley is attached to drive 
shaft, a bracket is placed to hold the 
shaft in perfect alignment and rigid po- 
sition. Here again a Timken roller 
bearing is used and provided with 
grease and dust seals to reduce wear 
to a minimum. 


WM. T. CLAUSNITZER, Badger 
Flour & Feed Co., Milladore, Wis., is 
making a motor trip in the West to 
recuperate from a nervous breakdown 
which he suffered recently. 


‘*The Ideal Protein 
Concentrate’’ 


GO AHEAD AND REGISTER 


SOY BEAN OIL MEAL 


In your next year’s formulas 
Because now you can be sure of . 


A YEAR-ROUND SUPPLY FROM 


Write or wire for prices and samples. 
STALEY SALES CORPORATION 


THE STALEY COMPANY OPERATES THE LARGEST SOY BEAN MILL IN THE WORLD 


Staleys 


Address DEPARTMENT K 


DECATUR, ILLINOIS 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


SMALL GRAINS 


in greater volume will be ground into Feed this year than ever before. 
Millers that operate DIAMOND MILLS will grind a large portion of 
this grain efficiently and economically. The grinding season is here. 
We have a Diamond Mill to fit your needs. 


Diamond Huller Co., Winona, Minn. 
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Dont Upset | 
NATURE’S 
Balance 


and 
provide a properly balanced food for growing, 


Vitamins ‘“‘A”’ are both essential to 
laying and breeding stock. No other source 
will provide BOTH in a more natural and bene- 


ficial state than 
Certified COD LIVER OIL 


MARDEN’ for Poultry. 


Nothing has been added—Nothing taken away 
from its original full vitamin strength. It is 
Nature’s own formula, properly balanced with 
exactly the right proportion of both ‘‘A’’ and 
“D” vitamin. When you use MARDEN’S in 
your feeds you are taking no chances on un- 
proven brands, concentrates or mixtures, Na- 
ture’s rule is the safest rule for balanced vitamin 
eer: In Marden’s Certified—you get it at 
its best. 


Write for interestiné -ooklet. 


MARDEN - WILD 
CORPORATION 


512 Columbia Street, Somerville, Mass. 
212 East Ohio Street, Chicago, Ill. 


Jersey Dealers Elect 


Samuelson Head 


H. J. Samuelson, Toms River, N. J., 
was elected president of the New Jer- 
sey Feed Dealers association at a meet- 
ing held in conjunction with the state 
marketing __insti- 
tute conducted re- 
cently by the ag- 
ricultural college 
at New Bruns- 
wick. Ralph Fox, 
Newfield, was 
chosen vice pres- 
ident; D. 
Schaible, Glass- 
boro, treasurer, 
and Henry E. 
Franke, Kearney, 
secretary. Direct- 


H. J. Samuelson 
ors elected were Gould Harrison, Cald- 


well; Reeve Harden, Hamburg; Harry 
Edwards, Toms’ River; Walter 
Sheard, Vineland; Walter Kirby, Med- 
ford, and Charles Hoffman, Far Hills. 

The last day of the institute was par- 
ticularly planned for the benefit of the 


dealers. Fred M. McIntyre, president 
of the Eastern Federation of - Feed 
Merchants, addressed the dealers and 


several other speakers discussed prob- 
lems pertinent to the retail industry. 

In a special letter to The Feed Bag, 
Mr. Samuelson, the new president, an- 
nounces that the chief efforts of the 
New Jersey association will be directed 
against government interference’ in 
business. 


DRESDEN MILLING CO., Dres- 
den, Ont., was destroyed by fire No- 
vember 13, with loss estimated at 
$20,000. George Lawrence was owner 
of the building. Richard Burns, mill 
manager, had a double loss as more 
than 400 prize chickens which he kept 
jn an adjoining structure, were burned 
to death. The fire broke out at night, 
the origin being a mystery. 


FIRE in mid-November burned to 
the ground the feed mill of the Cragg 
Milling Co., near Walworth, N. Y. The 
mill had been owned and operated by 
members of the Blythe family for the 
past 60 years. The loss was estimated 
at approximately $20,000. 


J. P. OLK, Stockbridge, Mich., who 
owned and operated the Stockbridge 
Elevator Co., has purchased the eleva- 
tor formerly owned by Depuy & Co., 
Pontiac. 


EXHIBIT EQUIPMENT 

S. Howes Co., Inc., Silver Creek, N 
Y., had an interesting display at the 
Poultry exhibition, held in Chicago, De- 
cember 3-7. Two Sizer patent feed cub- 
ing machines were operated daily and 
more than 150 kinds of pelleted feeds 
for all kinds of domestic fowl and game 
birds were displayed. A mixer, an au- 
tomatic scale for weighing and sacking 
mashes and scratch grains, the new Cas- 
cader patent electro magnetic separator 
and the Buhler patented drive were also 
exhibited. 


and increases their profits. 


EST. SINCE 1853 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


BANGOR, PENNA. 


another. 


G. W. HOSIE 
President 


Merry Christmas— 


is the season of the 


“on as one of our friends 

and customers, have had our sincere 

good wishes throughout the year and we 

have tried to express them to you in day 
to day cooperation in business. 


AMES -BURNS CO. 


Vice Pres. - Treasurer 


JAMESTOWN, N. Y. 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


year when we all like to 
our friends and 
| enjoy an opportunity to 
extend best wishes to one 


E. C. KESSLER J. D. DITZLER 


Secretary 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 
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Link-Belt Co. Announces 
New Transmission 


What is said to be the first all-metal 
variable-speed transmission on the mar- 
ket has recently been announced by the 
Link-Belt Co., Philadelphia. It is called 
the P. I. V. gear, the initials standing 
for “positively infinitely variable”, in- 
dicating its characteristics. 

Basically, this new speed change unit 
consists of two pairs of wheels of the 
cpposed conical disc type, between 
which a unique chain transmits power. 
The effective diameters of.each pair of 
wheels can be altered under load to 
change the speed ratio, without steps 
and without dependence upon friction. 
On changing speed, the self-pitching 
chain rises in one set of wheels and 
descends in the other, so that while the 
input shaft connected to a motor or 
other source of power turns at con- 
stant speed, the output shaft is brought 
to the desired R. P. M. 

Variable-speed devices employing ad- 
justable conical discs and belts with 
side friction contacts have been used 
for some time. The wholly original 
feature of the P. I. V. gear is its use 
of a positive chain drive to transmit the 
power. Radial teeth are cut in the con- 
ical faces of the driving discs, and the 
self-adjustable teeth projecting beyond 
the sides of the chain are arranged to 
positively engage the radial teeth of the 
discs. The illustration with this article 
shows the tooth formation of the P. I. 
V. chain on the minimum diameter cf 
a wheel. 

A book, No. 1274, illustrating and 
describing the Link-Belf P. I. V. gear, 
will be sent gratis upon request to 
Link-Belt Co., Philadelphia, Indianap- 
olis or Chicago. 


FARMERS ELEVATOR. ..€ 
Westbrook, Minn., is constructing a 
large addition in which it will install a 
feed mill. The new part will also be 
used for storage space. 


your Feeds with 
RYDE’S ORGANIC MINERALS 


Calcium from Genuine Egg Shells 
100% Digestible 

Phosphorous from Bone Meal 

Protein from Egg Albumen 

Five other necessary minerals 


A COMPLETE BALANCED MINERAL MIXTURE 


Write today for descriptive literature 
and special low price to feed mixers. 


Ryde & Company 


5421 W. Roosevelt Road, 
CHICAGO, ILL. 


POULTRY 


HOG FEEDS 


WRITE FOR QUOTATIONS 


KASCO — INC: 


WAVERLY, N.Y. TOLEDO, oO. 


Cane Molasses 


FOR FEED MIXING 


TANK CARS—BARRELS 


Excellent Quality and Service 


NATIONAL MOLASSES 
CORPORATION 


P. O. Station E PHILADELPHIA, PA. 


<a ‘*All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 

. C. HUBINGER BROS. CO., Keokuk, Ia 
HENRY LICHTIG & 


CoO., Kansas City, Mo 


FAIRMONT CREAMERY CO., Omaha. Neb...... Dried Buttermilk 
JOBN F. CRAIG & COM PANY, Blackstrav Molasses 
MUTUAL RENDERING CO., Phi Meat Scrap 
OYSTER SHELL PRODUCTS Co., Philadelphia, Pa................. Oyster Shells 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Department A, Chicago, Ill. 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


MEAT SCRAPS] . 
FOR POULTRY | :: 
PROT! 


4 


Ay 


~ 


WSS 


FOR FEEDING HOGS “iy 
POULTRY AND LIVE STOCK 


EDWARDS DISTRIBUTING CO. 


Reedville, Va. AND Baitimere, Md. 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


“FOR BETTER SERVICE” 


Phone Phone 
GENEVA GENEVA 
7389 7389 


GRAIN MERCHANTS 
MINNEAPOLIS 
MINNESOTA 
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J. J. MULLANEY CO. and C. C. 
Lowry & Sons’ elevators, Westfield, Ia., 
were destroyed by fire November 13, 
with an estimated loss’ of $15,000. Im- 
mediate reconstruction of the two ele- 
vators is planned. 


HERMAN BORNHOLDT purch- 
ased the elevator and feed business at 
Exira, Ia., and has leased another ele- 
vator on adjoining property. 


J. H. WELSH, Bird Island, is erect- 
ing a feed mill at Adrain, Minn. 


SIZER RETURNS HOME 

A. W. Sizer, head of the Sizer works 
at Hull, England, after a month’s visit 
with his business associates on this side, 
S. Howes Co., Inc., Silver Creek, N. 
Y., sailed for home November 21 
aboard the S. S. Majestic. 

Mr. Sizer was accompanied by Louis 
E. Barbeau, son of M. L. Barbeau, sec- 
retary and treasurer of the Howes com- 
pany. Barbeau, Jr., who is a Dart- 
mouth man and also attended the school 
of engineering, University of Virginia, 
will remain a year in England, spend- 
ing about six months in the plant at 
Hull, familiarizing himself with the con- 
struction and operation of Sizer’s feed 
cubing machinery. 

The balance of his time will be de- 
voted to an intensive study of the pro- 
duction of compressed feeds as prac- 
ticed in the most modern feed manu- 
facturing plants of Great Britain. 


ICOLLET 
HOTEL 


the Gateway” | 
o 


Minneapolis 
NICOLLET -WASHINGTON 
HENNEPIN AVENUES 


—600— 


First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 


W. B. CLARK, MANAGER 
Home of W CC O Studios 


| =| DARL 
| ri MAX. 2.0% = 
| = UNION STOCK YARDS CHICAGO,NLL. = 
| 
| ME MEAL ZA 
LON 
HIAWATHA GRAIN COMPANY 
} YOu SLEEP | 
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Well Planned Advertising 
Builds Business 


(Continued from Page Twenty-three) 


period of depression, you must main- 
tain contact with your customers. 

Door to door selling as a general 
rule—this trying to guess the bottom 
of the market, then wandering all over 
the country to sell a car or two of bran 
or dairy feed at 50 cents to $1.00 a ton 
gross margin out of the car and put- 
ting half of it on your books, when for 
every ton of feed you handle you spend 
$2.85—all these have reached a point 
of diminishing returns for the retail 
feed store. But constant reminders and 
friendly messages from the dealer to 
his customers, regardless of the quan- 
tity have not and never will cease to 
be effective. 

Spend twice as much fer advertising 
of the right kind as you do for automo- 
bile expense in traveling from door to 
door and you will find your business 
enjoyable and profitable and the grass 
just as green in your own pasture as 
it is beyond. 


HAYDEN BEECH, Long Creek, III. 
has purchased the Long Creek Coop. 
Grain Co. 


E. L. JARVIS, Exline, Ill, has pur- 
chased the Exline Farmers Co. elevator 
which he has managed for 11 years, and 
has changed the firm name to E. L. Jar- 
vis & Son. 


REG. U.S. PAT. OFF. 


MOLASSES 


GENUINE CUBAN BLACKSTRAP 


The NORTH AMERICAN TRADING and IMPORT CO. 
260 SOUTH BROAD STREET 
PHILADELPHIA, PENNA. 


Wire or Phone for Quotations 


CHICAGO NEW ORLEANS BUFFALO 


MINERAL EF-FISH-ENCY 


Is essential 
to the success of Commercial Feeds 


STRUVEN’S FISH MEAL 
provides all the minerals the fowl or 
animal would get in its natural state— 

PLUS IODINE 


Makes the ‘‘Best Sellers’ in the feed 
line. 


We'd like to send you a sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


Ohe 


Established 1892 


Franke Grain 


GRAIN AND FEED 


Mixers—Dealers 


Our suggested freight-sav- 
ing mixed cars will save 
you lots of money. 


100 different raw materials, 

all in the same car, at prices 

that are attractive. Let us 
_ quote you. 


LaBudde Feed & Grain Co. 


MILWAUKEE, - WISCONSIN 


MILWAUKEE, WISCONSIN 
MILLFEEDS—GRAIN 


Here It Is 


Molasses in meal form. 
We have it. Write Us. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED BUSINESS FOR SALE 


Retail flour and feed business for sale. Now 
manufacturing specialty with established whole- 
sale distribution. _ Excellent opportunity for 
expansion. Complete grinding and mixing 
equipment in excellent condition. Located in 
Southwestern Wisconsin. Reason for selling— 
other business. Wil!l Sacrifice for quick sale. 
Write HB-112, c/o THE FEED BAG, 210 East 
Michigan street, Milwaukee, Wis. 


HAY FOR SALE 
Alfalfa-Clover-Timothy and Clover Mixed- 
Prairie Hay. Delivered prices quoted. JOHN 
DEVLIN HAY CO., 192 North Clark street. 
Chicago, 


FOR SALE 


Feed elevator and warehouse. Ideal for feed 
and grain business. Splendid location and only 
establishment of its kind in town. Call or write 
W. E. DeEGROFF, Farmers Cooperative Union, 
Waldo, Wis. 


SALESMAN WANTED 


First class man to sell well-known line of com- 
mercial mixed feeds in lower Michigan; must be 
experienced; some established business; excellent 
opportunity for man with following. Address 
MV-112, THE FEED BAG, 210 East Michigan 
street, Milwaukee, Wis. 


SEED FOR SALE 
Medium and Timothy. Write for samples and 
prices. 3S. H. VAN GORDEN & SON, Black 
River Falls, Wis 


ALFALFA MEAL FOR SALE 
Car lots. Write for prices. Protein, 14.5%. 
Ask for sample. S. H. VAN GORDEN & SON, 
Black River Falls, Wis. 


NORTHRUP, KING & CO., Min- 


anity Fair 


neapolis, was host to the Minneapolis 
Traffic club November 13. Dinner was 
served in the cafeteria of the company’s 
plant. Several brief talks were given 
by officers of the firm on features of 
the feed business and the traffic club 
members were then taken on a tour 
through the mill. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Bldg. 
MINNEAPOLIS, MINN. 
“‘Stand by Stan’’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


No-Miik Calf Food 


LEADER FOR 45 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway (0032, Daly 0783 


Member Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


National Food Company 
FOND DU LAC, 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


FREE 


Our new Feed Mixer’s Guide 
will be ready for distribution 
by December 20th. Feed 
formulas of every description 
—other valuable information. 
Limited supply—write for 
your copy now. 


FEED SUPPLIES, INC. 


506 Chamber of C ce 


Milwaukee Wisconsin 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


DRIED BUTTERMILK 
DRIED SKIMMED MILK 
Feed System Engineers 
Feed Mill Machinery 
Feed Formulas 


S. T. EDWARDS & CO., INC. 


110 N. FRANKLIN ST. CHICAGO, ILLINOIS 


M.G. RANKIN & CO. 
GRAIN 
FEED 


Chamber of Commerce 
MILWAUKEE, WIS. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Flour 


ancy 


Heavy P oultry Oats 
BULK or SACKED 
Ask for Samples and Prices 


J.F. Zahm & Co. *Giio” 


Specialists in Milling Wheat-—Corn-Barley 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. & K CO. 
EsTaBLisHED 1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


522 MILWAUKEE STREET 


Brospwar 1076 WISCONSIN 
== 
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Western Grain Rate Case 
Rehearing Denied 


Petitions of the feed industry and 
the railroads for a rehearing in the wes- 
tern grain case which involves changes 
seriously affecting the shipment of 
mixed feeds have been denied by the 
interstate commerce commission. It is 
reported from reliable sources that the 
rate changes which were originally set 
for October 1 and then postponed to 
January 1, 1931, will be further post- 
poned to April 1, 1931. 


In denying the petitions the commis- 
sion issued the following order: 

“Upon further consideration of the 
record in the above entitled proceed- 
ings and good cause appearing there- 
fore, it is ordered that the petition filed 
by parties for rehearing, reargument, 
and reconsideration of the record and 
for modification of the report and order 
in this proceeding, be, and they are 
hereby denied.” 

Legal recourse to obtain a rehearing 
will perhaps be considered by the rail- 
roads and the feed industry, although 
no definite plans have been made in 
this direction. 


CONSOLIDATED GRAIN CO., 
Decatur, Ill, has been incorporated 
with a capital stock of $10,000 to deal 
in grain and feed. The incorporators 
are L. G. Long, Wm. Hight and Mau- 
rice Smith. 


TRADE MARK REGISTERED 


BADGER BRAND 


Selected Seeds 
and Seed Corn 


L.Teweles Seed Co. 
Milwaukee, Wisconsin 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest’’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


mashes. 


ZEBRA Special Middlings 


ZEBRAS make a rich slop for little pigs. 
and their low cost makes them increasingly popular with the trade. 


CAMEL 
Wheat Mixed Feed 


CAMEL Feed is equally well suited for 
either dairy cows, for hogs, or for poultry 
It is an ideal feed for a dealer to 
carry and is reasonably priced. 


EXCELSIOR MILLING CO. 


They are rich in quality 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 

Shells 
Dried Butter Milk Bone Meal 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


KREAMO 


SWEET DAIRY FEED 


164% PROTEIN 


MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 
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The Monarch Bali Bearing 
Attrition Mill with 
Pneumatic Collector 


Is grinding feed for Carey Farmer’s Coop. 
Co., Carey, O., at a power cost of less than 
2 cents per cwt. Read their letter. 


“‘We installed a 24 inch Monarch Mill with Pneumatic Collector, 
July 1928 and are giving you our records as following: 


“Perfection 
in Feed 
Grinding 


Equip- 


Ground in August 127ton...... Power bill $48.50 
a ton. Power “ 44.80 


We are very much pleased with this record and the service this machine 
is giving us. We have taken special notice that if feed is a little off in 
odor, it is purified and cool after going through this blower. 

Our power rates are as follows: 


First 50 K. W.H. K 
Next 100 K. W. H. K. 
Next 150 K.W.H. K. 
Next 400 K.W.H. 4.75c K. 
Next 1000 K. W. H. 4c K. W. H. 

Our H. P. is 45 at 50c, making a minimum charge of $22.50”’ 


Write for free catalog and detailed information on this , aa 


most profitable feed grinder. 


‘ . 9 Sizes 
Sprout, Waldron & Co., Inc. Bett or 
BOX 318, MUNCY, PA. Meter 


Chicago Office, 9 S. Clinton St. Kansas City Office, 612 New England Bldg. 


THE 


New Feed Mixer 


“Eureka”. of course! 


The mystery machine 
about which you have 
heard so much. 


At last a real 
Molasses Feed 
Mixer 


It is described in our 115FB Catalog 


S. HOWES CO., INC., 
SILVER CREEK, N. Y. 
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The greatest 
thing in every 
hen’s life— 


the mash 


modern poultryman knows that nothing 
emmy is so important as correct feeding. The mash 
SQM is the life of his poultry but it must be the 
right mash. From the time she is hatched the 
chicken is expected to make profit. 


@ Thruout the entire territory served by our dealers, 
poultrymen have welcomed Mashes as 
giving true value indeed. Their enthusiasm has 
resulted in greatly increased volume which in turn 
has reduced our cost of manufacture and lowered 
the price to the feeder. 


J FE 


MANUFACTURED BY 


VITALITY MILLS, Inc. 


2020 BOARD OF TRADE BUILDING, CHICAGO 
SUCCESSORS TO FEED DEPARTMENT OF 


LADISH MILLING CoO. 


MILWAUKEE, WISCONSIN 


| 


STORES 


H.C.PRANGE CO. - SHEBOYGAN 


Wisconsin's largest stores, in Wisconsin’s largest 
cities, find King Midas flour just as easy to sell as 
do the feed dealers located in Wisconsin’s smallest 
villages. This is true because the quality of King 
Midas pleases all good housewives, whether they live in 


the city or country. 
They all recognize King ‘ 
Midas as an all purpose 

BOSTON STORE -MILWAUKEE 

them to bake better 

bread, cake and pastry. And so Wisconsin's stores, both large and small, all like to sell 
King Midas flour because King Midas quality pleases their customers and King Midas 
policy protects and enables them to make a satisfactory margin of prof t. 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 


WISCONSIN’S LARGES1] 
| 
: S 
_ THE GOLDEN TOUCH 


